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THE TRAVELERS THEN AND NOW. 
LIFE 
with 


insurance men have peen watching 
more than ordinary interest the de- 
velopments in the TRAVELERS INSURANCE ComM- 
PANY Of Hartford since Joun B. LuNGER be- 
came vice-president. The TRAVELERS was 
largely a one man company under the late 
president, JAMes B. Batterson. He was its 
organizer, its promoter and its up-builder. A 
man like PrestpeENT BATTERSON was needed to 
launch the TRAVELERS and develop it along 
conservative lines. While many other com- 
panies were following strange gods and push- 
ing out for great volume of business and in- 
troducing methods in life insurance work that 
bewildered the old-timers, PresipeNt BATTER- 
son and others of his class acted as a safety 
valve in the business. It was weil that the 
TRAVELERS should be nursed along in its early 
years, while it was building its foundations 
and creating its agency plant. 

With the passing of Prestpent Batrerson 
it was a question with many whether the death 
of that great underwriter would not be a blow 
to the TrAvELERS which would be hard to 
overcome. The force of such a character as 
PRESIDENT BATTERSON, however, had left so 
great an imprint that the company was car- 
ried on with the same momentum. The life 
that PresipENT Batrerson had given the com- 
pany was not to be snuffed out when his 
temporal work closed. The calling of JouHNn 
B. Luncer from the New York Lire only 
gave impetus to the vigor that had been in- 
stilled in the TRAVELERS. He at once took hold 
of the company in all its branches with an 
adroit hand. He busied himself as to the 
needs of its various departments and began 
modernizing the company. Without pulling 
away from the old conservatism of PresipENT 
3ATTERSON, he felt that the company had 
grown to such a point that it could, without 
impairing the work that had been done, ex- 


tend its influence more widely and _ keep 
abreast more fully with the times. 
VicE-PrRESIDENT LUNGER has made several 


changes in the agency system and is putting 


men in the field as agency managers who 
possess true twentieth century spirit. The 


TRAVELERS, under the present administration, 
will be even a greater factor than it was under 
the BATTrerRsoN administration. The character 
of men that the TRAVELERS is securing cannot 
but bring results in the field. 


STICK TO ONE COMPANY. 

WHILE EverY life insurance man desires to 
better his position, and it is a laudable am- 
bition to obtain as much for his services as 
possible, yet we have often noted the effects 
of a man changing from company to company 
every few years, with the idea that he is ob- 
taining larger compensation for his efforts. 
It frequently happens that a sub-agent has 
the opportunity to become a general agent 
of another company, thus increasing his power 
and being given a greater scope for the play of 
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his ability. In such instances it is often de- 
sirable to make a change. 

After all, there is considerable gain to be 
made, especially in smaller cities and towns, to 
become identified with a company and remain 
with it year after year. We imagine that it is 
a valuable asset for a man who has long been 
in the service of a company in his community 
to have the reputation of remaining with it 
during the greater part of his lifetime. He 
builds up a good renewal interest, he becomes 
acquainted with the policy and methods ot 
his company, he gets the benefit of the ad- 
vertising following the payment of death 
claims in his neighborhood and his friends 
feel sure that, having been so long with one 
institution, he is thoroughly convinced that it 
is the one in which people should insure. He 
can always be consistent then in talking for 
one company and not have to explain to his 
old policyholders why he has changed. They 
will begin to think, if he transfers his alle- 
giance, that he has a better company and will 
tend to make them dissatisfied. 

The old school life insurance agent, repre- 
senting a sterling old line company, year after 
year, takes on something of its spirit and is a 
believer in its doctrines. There is little to be 
gained in yielding to the allurements of other 
companies. There may come times when an 
agent loses faith in his company and believes 
that it is not conducted honorably. Then he 


should leave The rolling stone life imsur- 
ance agent soon loses out in the battle. He is 
very much like the man who rents a farm 


and goes from place to place every year or so. 


There is always a loss in moving. 


GLIMPSES THROUGH LIFE’S WINDOWS. 
Sometimes, and in fact oftentimes, the la- 
life agent 
round of soliciting seems prosaic. 


bor of a insurance in his daily 
There is the 
same dull routine, the same arguments to pro- 


His 


identical 


duce, the same figures io present. con- 


versation with one man is almost 


with that of the next. It is the old, old, story, 
reiterated from day to day. Occasionally 
there is a gleam of sunlight when the agent’s 
heart is made to rejoice, not because of a com- 
mission he will receive, but because he sees 
a policy he has sold stand as a beacon light 
in the desolation of death. In the round of 
soliciting and in receiving his renewals, the 
policy carries with it no particular significance 
to the agent. Death brings out its value and 
comfort. The agent sees the home saved, the 
estate the children provided for 
until a readjustment can be made to new 
conditions brought about by the cessation of 
working forces of the head of the house. It 
is such glimpses as these that turn the steady 
run of prose into poetry. The agent then feels 
the dignity and beneficence of his calling and 
he is strengthened. 


conserved, 





TRADERS IS ORGANIZING [MUSSOURI. 

The Traders is now organizing Missouri, it 
having appointed about twenty agents so far in 
the State. It will go into the most important 
towns. Charles R. McCabe, the special agent 
for Illinois, is doing the work in Missouri. 


Secretary E. Laughton Anderson of the Lon- 
don Guarantee & Accident at the home office 
is now at the United States headquarters in 
Chicago. 





The agency directors in the Middle Depart- 
ment of the New York Life were called to 
meet at Detroit on May 27 for conference 
with Supervisor Mellen. 


W. L. McClees of the North British and 
Mercantile’s western department died Monday 
and was buried Wednesday. He had been an 
examiner in the western department of the 
North British for nearly three years, and 
previous to that was with the western depart- 
ment of the Palatine. 
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CITIZENS APPOINTS NEW OHIO MAN. 


Charles R. Loomis of the North America and 
Philadelphia Underwriters Makes a 
New Field Connection. 





Charles R. Loomis of Painesville, Ohio, 
special agent of the North America and Phils 
delphia Underwriters, has resigned his posi 
tion, and on June 1 will become Ohio state 
agent of the Citizens of Missouri, succeeding 
C. L. Seeley. 
ent position for over ten years and has been 
recognized as one of the hardest workers in the 
Ohio field. He is counted a 
and is made of that mold that 
in field work. 
ville 
and 


Mr. Loomis has been in his pres 


good inspector 
insures success 

Mr. Loomis went from Paines 
years ago to Wahpeton, N. D., 
contact with 
North America. 


several 
there came in 


Manager 
Downing, of the 





HEXAMER IS RE-ELECTED PRESIDENT 


National Fire Protection Association is Hold- 
ing Its Seventh Annual Convention in 
Chicago with Large Attendance. 


The National Fire Protective Association is 
holding a four days’ session in Chicago this 
week. The are: President, 
C. A. Hexemer of the Middle States Bureau; 
vice-president, W. A. Anderson; secretary, W. 
H. Merrill Jr. of Chicago. 

The association is holding its seventh an- 
nual meeting. 
of the 


officers elected 


This organization is composed 
technical men connected with the va- 
rious underwriting and inspection associations. 
There is a very large attendance from all parts 
of the country. On Monday President C. A. 
Hexamer of the Underwriters Bureau of Mid- 
dle and Southern States delivered his address, 


showing the great advances that have been 
made in the study of hazards and the means 
of guarding them. Reports were made on 
Monday by W. H. Stratton on steam fire 


pumps, F. E. Cabot on gas engines for fire 
pumps and Ralph Sweetland on heavy current 
protectors on wires of signaling systems. 

On Tuesday the meeting discussed fireproof 
construction, fire walls, etc. Fire protection, 
rotary fire pumps, fire alarms, automatic 
sprinklers, etc., were taken up. In the after- 
noon the members entertained by the 
Western Factory Insurance Association at the 
Midlothian Country Club, 

On Wednesday reports were given on hose 
and hydrants, electric fire pumps, special haz- 
ards and fire record, and so on. The mem- 
bers will spend Thursday at the Underwriters 
Laboratories. 


were 





AMERICAN AGENCY BULLETIN. 

The American Agency Bulletin, published by 
Henry H. Putnam of Boston, has sent out ad 
vance proofs of its first issue. This is a 
monthly paper devoted to local agency inter- 
as the medium of communication 
among members of the National 
of Local Agents. The first issue is very cred- 
itable, taking up the principles of agency or 
ganization, what the agency movement has 
done, the significance of the National Asso 
ciation, reports from different 
tions, communications from local agents and 
other features that will appeal in a strong way 
to the American agent. The price of the 
publication to association members is 50 cents 
a year. 


ests, to act 


Association 


state associa 





GETS THE GERIAN AMERICAN POSITION, 

H. A. Anheier, of Anheier & Shattuck, local 
agents at Fargo, N. D., has been appointed 
special agent of the German American fot 
North Dakota. 


his local interests as well. 


He will continue to look after 





E. A. Shanklin, the well-known “wildcat” 
broker at Chicago, is launching the Citizens 
Lloyds. 





——- 
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GOSSIP AMONG THE LOCAL 
AGENCY OFFICES AT CHICAGO. 











Moore, Janes, Lyman & Herrick are doing 
quite a little outside business, and are making 
Fred Moore and W. C. Coe 
look after this department. The firm has the 
line of the International Harvester Company, 
and places considerable of the Wisconsin Cen- 
tral Railroad business. 


a success of it. 


e 2 «@ 

The Home's business in Chicago will be 
watched with keen interest now that H. G 
3uswell has taken charge on a salaried basis 
Mr. Buswell is new to local agency work and 
comparatively unacquainted in Chicago. Hence 
he will be without personal business for his 
agency, and cannot cepend on exchange risks. 
The Home will attract a certain volume due 
to its size and the lack of carrying capacity 
in the city. Naturally, therefore, the Home 
will have to depend on solicitors and broker- 
age. It is the supposition that it will make a 
drive for this class. 

ee 

Seme little comment has arisen as to the ac- 
tion of one of the big companies that reinsured 
the Chicago business of another company. ‘The 
agency which represented the reinsured com- 
pany seems to possess signed policies to renew 
the business of the old company after they 
have expired. Cases have come to light where 
policies once in the reinsured company, but 
allowed to run off, have bee renewed in this 
agency after the lapse of two or three months, 
the agency attaching a slip stating the new 
policy is in lieu of that of the — Insurance 
Company, which was reinsured. By this meais 
the company can get an additional agent over 
the quota of three allowed by the board. 





x *« «* 

There has been more or less talk as to the 
future of the old agency of C. W. Drew & Co., 
following the death of General Drew. It is 
generally understood that someone will be se- 
cured to operate the agency and save the busi- 
ness, or else it will be consolidated with an- 
other office. General Drew had considerable 
personal business that no one could touch, in 
fact, no one ¢ Ceavored to go after it while lie 
was alive. Now, however, the batteries are 
being turned on the business in the effort to 
capture it. Several agents are casting about 
to secure some of the lines. 

mK aK 

The United Underwriters Agency has 
made a change in its local representation at 
Chicavo, it going to the firm of Chandler and 
Wurtele. The United Underwriters is not 
secking a large business at Chicago, but is 
after a choice business, and hence went into 
one of the smaller offices. The firm represents 
the Greenwich and Sun. Mr. Chandler and 
Mr. Wurtele are two of the popular men on 
the street and have a good local agency. 


The consolidation of the local agencies of 
Ducat & Lyon and Case, Shepherd & Co. is the 
culmination of a movement started a couple 
of weeks ago by the principals in both offices. 
The new firm will be known as Case, Nye, 
Shepherd & Bowden, being composed of E. B. 
Case, James W. Nye, John E. Shepherd and 
Thomas A. Bowden. Following the action of 
the Home in retiring from the agency of 
Ducat & Lyon to go on a salaried basis, the 
merger was brought about. Mr. Nye has been 
the active force in the Ducat & Lyon agency 
for some time, owing to the delicate health of 
George M. Lyon, who now retires from busi- 
ness. Mr. Lyon is at a sanitarium in Dans- 
ville, N. Y. The new combination thus is the 
outgrowth of three of the oldest agencies in 
Chicago, viz., Ducat & Lyon, Case & Co., and 

















Davis & Shepherd, who succeeded to the old 
agency of Davis & Requa. The combination is 
looked upon with great favor, as the gentlemen 
in the firm are all regarded as able under- 
writers and most estimable in every particular. 
Mr. Nye takes over with him the Assurafice 
Company of America, the National Standard, 
Lafayette, German of Wheeling and Frank- 
fort Marine. Case, Shepherd & Co. repre- 
sent the London Assurance, Citizens of Mis- 
sourt and Louisville Fire. Charles Gibson, 
who has been connected with the office of 
Ducat & Lyon, being formerly with the Chi- 
cago Underwriters Association, goes with the 
new firm and thus he and Mr. Bowden, who 
was formerly superintendent of ratings at 
Chicago, are again brought together. Mr. 
has conducted a general agency for the Assur- 
ance Company, the Lafayette and National 
Standard for a few western States, and this 
general agency will be continued, probably on 
a larger scale and also in connection with 
the reinsurance department. 

Messrs. Case, Shepherd and Nye went ‘o 
New York to arrange for the transfer of some 
of the companies. 

The new firm will add another concatenated, 
double-headed, back-action name to the already 
growing list in Chicago local circles, the others 
being Moore, Janes, Lyman & Herrick; Crit- 
chell, Miller, Whitney & Barbour, and Wiley, 
Jennings, Corlies & Magill. The new firm will 
now be fifth in amount of premiums in Chi- 
cago. 





x * x 

The numerous losses that have come to Chi- 
cago within the last few weeks are causing 
companies temporarily to reduce their lines 
on stocks, especially in the higher _ stories. 
Some companies have notified their agents that 
no larger line is to be accepted on stocks than 
a stipulated one named without consultation. 
There is a general belief at most company 
headquarters that Chicago losses are likely to 
continue until the fire department affairs ‘are 
straightened out. It has been a hot city so 
far and local agents are now feeling the ef- 
fects from company headquarters. The resuit 
will be greater difficulty in placing Chicago 
lines. 

* * * 

With all the consolidating and combining, 
the small and middle grade agency in Chicago 
will have an important place. Not so preten- 
tious as the big offices, yet it serves its pur- 
pose as a safety valve. The small office usu- 
ally has a choice business scattered here and 
there, composed of preferred classes and 
lighter mercantile and manufacturing risks. 
The small agent can give personal attention 
to all his customers. He can keep in close 
touch with them and get acquainted with the 
ins and outs of their business. In board mat- 
ters, the agent is liberal, but is not given to 
concentrating power into too few hands. He 
holds the balance of power and for many rea- 
sons this is well. 





WILL REVISE THE RULES. 

W. L. King of the Queen, the chairman of 
the committee appointed at the last meeting of 
the Fire Underwriters Association of the 
Northwest, to revise the constitution and by- 
laws, has sent out letters to members asking 
for suggestions as to amendments, new feat- 
ures, etc. The committee will take this up 
and report at the next annual meeting. 





The Springfield Fire and Marine is prepar- 
ing to build a new office building in its home 
city. President Damon, who is now on a west- 
ern trip, will go to the Pacific Coast and on io 
Juneau, where the Springfield has an agency. 





SCHEME PROVES A SUCCESS. 


PLAN OF CO-OPERATIVE ADJUSTMENT 





What Has Been Accomplished by the Bureau 
Established by the New York Board 
of Fire Underwriters. 


New York, May 25—(Special)—The New 
York Board of Fire Underwriters has just 
completed the first year of an interesting ex 
periment in co-operative fire insurance adjust 
ing. As this represents the first practical ef- 
fort to deal with this situation through the 
medium of a central bureau, the results of 
even one year’s operations will prove of wide 
spread interest to fire insurance men, particu 
larly since the work accomplished thus far 
seems to be satisfactory to the companies en- 
gaged in the undertaking. 

Question Agita:ed for Some Time. 

The question of united adjustments has been 
agitated in New York City for more than « 
quarter of a century. The New England I: 
surance Exchange ten years ago considered 
a carefully devised plan for co-operative ad 
justing, prepared by Henry E. Hess. At the 
same time a standing committee of the Na 
tional Board was at work upon a similar plan 
It was not, however, until 1901 that the New 
York Board took the matter up in earnest 
under the administration of President Whiton 
A special committee was appointed to drait 
and submit a plan for combined adjustments 
under the control of the board. 

Standing Committee Is Appointed. 

After considerable labor and consideration 
of all the conditions, a plan was devised for 
amending the by-laws of the board to provide 
for the creation of a standing committee on 
losses and adjustments. This committee pro 
ceeded to formulate plans for the establish 
ment of a bureau of adjustments, appointing 
Willis O. Robb as secretary. Mr. Robb has 
charge of. ail details of adjustment, the selec 
tien and assignment of adjustors to losses, and 
the compilation of a proper detailed report in 
regard thereto. Companies having losses in 
which more than two or three are involved 
send in their reports to the bureau. Carefully 
selected adjustors are assigned to the work 
at a per diem charge, and the cost is shared 
pro rata by the companies upon the amount 
of the insurance involved. 

Results of the First Year. 

On May 20 the committee closed the first 
year of its active work. Mr. Robb submitted 
a report showing that in that period 1,035 
losses had been reported for adjustment. ‘The 
adjustments completed on _ these 
amounted to $4,393,000. Of this sum $3,411,000 
was paid by companies acting directly through 
the committee, the balance by board companies 
acting independently or by non-board offices 
It will be seen that the great bulk of the i 
surance paid was adjusted through the com 
mittee. 


The average number of companies in eacli 
loss adjusted by the committee was 11.36. The 
average amount per loss was $5,100. There 
were but six losses adjusted during the year, 
involving more than $100,000 each. 

Expense Element in the Work. 

The most interesting part of the report is 
that which deals with the question of expense> 
representing the vital test of the value of 
operative adjusting. The expenses in this ca 
are two in kind, salaries and rent for the 


WANTED. 





Company that will write outside of agency; 
town, country store; dwelling and school 
houses and preferred farm risks not too 
remote from agency at fair rates. Can give 
a nice business for first year. 


Address L. F. URPMAN, Clarington, Ohio. 
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offices of the committee and the direct ex- 
penses of adjustment. The former amounted 
to $17,235, the latter to $54,906. The salaries 
and expenses of the committee’s office are paid 
out of the board assessment for general ex- 
penses, and represent a tax upon the members 
of less than 15 cents per $100 of premium in- 
come. 
What Has Been Accomplished. 

Specific adjustment expenses are paid by the 
companies interested. This latter expense 
amounted to 1.49 per cent of the losses paid, 
or $14.97 per thousand. Including the expenses 
of salaries and office the total cost of this 
plan of adjustment was less than two per cent 
of the amount of the insurance paid by com- 
panies acting through the bureau. This ratio 
would have been decreased had all the com- 
panies interested in the adjustment by the 
bureau acted through the committee. 

The committee has an approved list of 
56 adjustors and 6o appraisers and other ex- 
perts. Sixty per cent of the specific adjust- 
ment expenses was paid for adjustors and the 
balance for appraisers and experts. The aver- 
age adjustors charge per loss was $31.09, and 
the average number of adjustors assigned to a 
loss was 1.25. The average per diem charge 
of adjustors was $25.65. 

Other Bureaus May Be Established. 

All these facts are of extreme interest and 
will doubtless have an important bearing upon 
the establishment of similar bureaus in other 
parts of the country. In commenting upon the 
work of the bureau the chairman of the board's 
special committee, George W. Babb, states 
that the support given the first year was greater 
than expected, and that it has grown stronger 
as the work of the committee has become 
better known. He is of the opinion that the 
aggregate cost of adjusting losses by _ this 
means is “so low as to leave no question of the 
success of the enterprise from the point of 
view of the expense ratio.” He also states that 
through this means adjustments have been 
placed upon a much more creditable basis, pro- 
ducing better net results to the companies and 
less dissatisfaction to the public. He believes 
also that a beginning has been made in the 
:ccumulation of records and statistics which 
will prove of increasing value to underwriting 
interests everywhere. 





LIST OF UNION COMPANIES. 
THe WESTERN UNDERWRITER frequently has 
requests for a list of companies belonging to 
the Union. A list of union companies is here- 
with given, and it might be advisable for all 
agents to preserve it: 
Aachen & Munich. 
tna, 
American Central. 
Assurance Co., Amer. 


Mercantile F. 
Manchester. 
Michigan F. & M. 
National, Conn. 


& M. 


Atlas. National Standard, 
iritish America, Can. National, Ireland. 
british American, N.Y. N. Y. Underwriters. 
Caledonian, Newark. 
Caledonian-American. Niagara. 


Citizens, Mo. 

Commer'l Union, Eng. 
Commer’l Union, N. Y. 
Connecticut. 

Detroit. 

equitable, 

Fire Association, 
Firemans Fund. 
lranklin, Pa. 


North B. & M., Eng. 
North B. & M.. N. Y. 
Norwich Union. 
Northern, Eng. 
Orient. 

Pelican. 
Pennsylvania. 
Phenix, N. Y. 
Phoenix, Eng. 


German Alliance Co. Vhoenix, Hartford. 
‘erman Alliance Assn. Phila. Underwriters. 
Serman-American, N.Y. Providence Wash. 
Granite State. Queen. .« 

(reenwich. Royal. 

llamburg Bremen. Royal Exchange, 


llanover. Shawnee. 
liartford. Springfield. 
llome, N. Y. St. Paul. 

tlome, Cal, Sun, Eng. 
Indemnity. Traders. 
!ndianapolis. Svea. 

lus, Co, of N. A. Union, Eng. 
ings County. Thuringia. 
i.afayette, United Firemens. 
law Union & Crown. Victoria. 


. & L. & G., Eng. Virginia. 
i.ondon Assurance. Westchester. 
& L. & G., N. Y¥ Western, Ont. 


London & Lancashire. 





(he thirty-fourth annual convention of in- 
“urance commissioners of the United States 
Will be held September 22, 23 and 24, at Balti- 
more, 





POLICIES ON WORLD'S FAIR. 


MUCH DEMAND FOR FIRE INSURANCE, 





Considerable Hazard on Some Exhibits Which 
is Only Covered by Lloyds at 
Very High Rates. 





An interesting demand for insurance upon 
exhibits at the World’s Fair at St. Louis has 
been made upon the Lloyds of London, and 


lines aggregating over $500,000 have already 
been placed. Demand for very much larger 
lines will be made in the near future. The 


haste in securing insurance is the natural out- 
come of the history of sharp advance in raies 
upon this class of insurance made at the time 
of the Chicago Exposition in 1893. So great 
was the insurance demand at that time that 
rates as high as 5 guineas per cent was paid 
for fire risks only between May and October, 
the period of exhibition. The present insur- 
ance is made upon a basis of 1 to 15 guineas 
per cent, according to the risks insured. In 
some cases the policies cover all the time and 
include marine insurance, while the exhibit is 
in transit and damage from any cause what- 
soever, and in other cases only insurance is 
given against total loss either by fire or wreck- 
age at sea, or both. Every kind of exhibit is 
covered by these policies, including both 
English and German goods, but they chiefly 
consist of those which require great care in 
handling, such as glassware, statuary, pictures, 
stuffed animals, etc. It is thought that firm 
rates will be maintained, as at the Chicago 
Fair several losses occurred. Exhibitors who 
can show that their exhibits will be placed in 
permanent buildings with sufficient fire protec- 
tion will be able to secure better rates than 
those whose exhibits are in temporary struc- 
tures. 

Such risks are among the most interesting 
written, owing to the variety of hazard cov- 
ered, articles of every description and in some 
cases immense values being under “blanket 
form,” which would make an adjustment in 
case of fire very difficult. Protection from dam- 
age in transit for rare and fragile articles will 
only be given by Lloyds, at high and almost 
excessive rates, for although the articles are 
handled by steamship companies carefully, the 
risk is very great. Many policies will be taken 
out in this country, although the forms will be 
less complicated. Enormous lines of insurance 
upon the exposition have already been written, 
and there is every indication that the demand 
will be very great. 





PLANS OF THE ARMENIA. 

Secretary J. D. Bremer, of the Armenia In- 
surance Company of Pittsburg, who has just 
taken his position, writes THe Western UN- 
DERWRITER that the company intends to confine 
its operations, as at present, to surplus line 
business exclusively, with possibly a few ex- 
ceptions in its home State. W. L. Clark, the 
president of the company, is a member of the 
firm of Negly and Clark, local agents at Pitts- 
burg. John F. Rice of New York, former!y 
eastern general agent of the Prussian National, 
is general agent of the Armenia for surplus 
line business. Mr. Bremer has made a success 
of his Lloyds, the New York and New Eng- 
land Underwriters, and has thus gotten a good 
idea of the surplus line business in this coun- 
try. 





Trouble Over Excessive Insurance. 

Insurance companies have refused to settle 
the loss on the Owensboro Pants Manufactur- 
ing Company at Owensboro, Ky., claiming that 
the stock, which was valued at $40,000, was in- 
sured for $85,000. The fire is said to be of in- 
cendiary origin, and E. O. Allen, a former em- 
ploye of the company, has been arrested and- 
charged with the crime. 





AS SEEN FROM CHICAGO. 


PROMISE SOME DEVELOPMENTS. 

There promises to be some lively develop 
ments in the proceedings against the Lloyds 
of Chicago, which have limited liability, that 
were begun by the Illinois insurance depart- 
ment. These Lloyds have secured affidavits 
showing that certain Lloyds put up a fund 
of $100 each in the hands of the attorney for 
the Illinois insurance department in order that 
proceedings might be begun against limited 
liability Lloyds. It is claimed by those against 











whom proceedings have been brought _ that 
eight Lloyds contributed to this fund. The 
outcome will be watched with interest. Some 


of the Lloyds that are said to have contributed 
to the fund are of the irresponsible brand. 
+ + 
TO HAVE TRAINED INSPECTORS. 

A department of fire insurance engineering 
will be established in Armour Institute, Chi 
cago, where young men can be trained thor 
oughly as inspectors. The students will be 
given access to the Underwriters Laboratories 
maintained by the companies on 
Twenty-first street. The course will fit young 
men for technical work in inspections and will 
be in charge of Professor Fitzhugh Taylor. 
Insurance men are much gratified at this de 
parture. 


insurance 


+ Saal 
NUMEROUS TORNADO AND LIGHTNING LOSSES 
The numerous storms this week in Kansas, 
Nebraska, have 


caused numerous tornado and lightning claims 


Iowa and parts of Illinois 
The farm companies have been especially hit 
Thus far the western field has been free from 
windstorms during the spring, but it takes a 
tornado or two every year to keep activity in 
the business. 


+ + " 
BRANCHING OUT IN THE NORTHWEST 
Special agents have noticed in the North 
west, especially in Minnesota and the Da 
kotas,. that some companies are pushing out 
very rapidly for business and also increasing 
their agencies at every available point. It is 
thought that these companies feel that the 
great Northwest is a growing section and they 


desire to get in line with it. The Home, 
National of Hartford and Springfield are 
among the enterprising companies that are 


extending their plants. 
A a Sa 
LOAN COMPANIES AND INSURANCE. 

It is interesting to watch the method fol 
lowed by the trust companies and other cor 
porations or firms in Chicago which loan large 
sums of money to persons building houses. 
The mortgage usually carries with it, by stipu 
lation, the privilege of controlling the insur 
ance, and these large loan corporations thus 
handle a large sum in insurance. Peabody, 
Houghteling & Co. make a good sum of 
money by this means. The Chicago Title 
& Trust Company allows a special man to 
look after the insurance branch. The Mas- 
sachusetts Life does not pay its loan man a 
salary, but gives him the commissions which 
he makes on placing insurance which it con- 
trols. The Western State Bank and the State 
Bank of Chicago both keep the commissions 
on insurance which they control. The North- 
ern Trust Company and the Illinois Trust do 
not keep the insurance commissions. 





President Geo. T. Cram, of the American 
Central, is on a trip to the Pacific Coast. 





Insurance Commissioner Luling of Kansas is 
the first official of the kind to appoint a 
woman as department examiner. Mrs. M. L. 


Wadleigh, who has been a stenographer in the 
office, has now gone to San Francisco to make 
an examination of a company and later she will 
examine other companies. 
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QHIO AND WEST VIRGINIA 


CLEVELAND EXCHANGE HAS /1EETING. 








Local Agents Do Not Seem Disposed to Change 
the Rules to Suit the Home’s 
Wishes. 


lhe regular quarterly meeting of the Cleve- 
land Exchange was held last Thursday after- 
noon, when the members enjoyed a lunch and 
talked over business matters. George H. Olm- 
sted and C. C. Shanklin retired as members 
of the governing committee and are succeeded 
by George W. Phypers and A. R. Davis. 

There is some doubt as to whether, under 
the rules, O. C. Ringle & Co. can be admitted 
to membership. They represent several non- 
board companies and under the rules they 
would have to have the sole agency for one 
company. They claim they will soon have 
this matter arranged, but there still seems 
to be some objection because of other com- 
panies. 

It is stated by those in position to know that 
there has been no change in regard to the 
Home matter. That there will be no revision 
of rules to fit the position taken by President 
Washburn seems certain, if the local agents 
have their way. There seems to have been 
some animosity stirred up over his attitude 
and the matter may be harder to settle than 
originally anticipated. Mr. Washburn’s words 
at the Put-in-Bay meeting of the National 
Agency Association, two years ago, still rankle 
in the breasts of some of the agents and they 
do not seem inclined to give much from the 
position they have taken. They admire the man 
in many things, but think he goes at securing 
his end with too high a hand. 





HOLD CLEVELAND IN HIGH ESTEEM. 

The Toledo Fire Underwriters Association 
held a meeting last week out of compliment 
to G. W. Cleveland, superintendent of the 
Ohio Inspection Bureau in that city. Mr. 
Cleveland goes to Cincinnati to become man- 
ager of the Cincinnati Inspection and Rating 


Bureau. The Toledo board passed appreci-. 


ative resolutions regarding Mr. Cleveland’s 
departure and extending their good wishes. 
A high tribute was paid to his work. The 
agents pres ‘ed Mr. Cleveland with a dia- 
mond ring and several remarks were made 
complimentary to him. His successor, K. L. 
Walling, was present at the meeting and re- 
ceived the greetings of the local agents. 
- t¢ 

WINTERS RETURNS TO NATIONAL. 

E. A. Winters, who has been connected with 
the office of Wm. Klappert & Co., at Cin- 
cinnati, for a short time, has returned to the 
National Insurance Company, where he will 
resume his position as cashier. He will be 
succeeded at the Klappert agency by Tellis 
Porter, who has heretofore been connected 
with the western department of the Pheenix of 
Hartford at Cincinnati. 

aa + 
RICE TO DO FIELD WORK. 

W. R. Rice, of the local agency firm of W. R. 
Rice & Co. of Wheeling, W. Va., has sold an 
interest in his agency to Messrs. Hendrix and 
Roberts. Mr. Rice will devote a portion of his 
time to assisting his brother, S. W. Rice, 
special agent of the German of Wheeling. He 
is now visiting the smaller agencies in Ohio. 

+ t+ 
LIGHTNING LOSS AT TIPPECANOE. 

On May 21 the Tippecance Building & 
Manufacturing Company, located at Tippe- 
canoe City, Ohio, was struck by lightning and 
the resulting fire caused a bad damage, as yei 
unestimated. The companies interested are: 
lhe National, $1,000; Citizens of Missouri, 
$1,000 ; Providence- Washington, $1,250; 





Queen, $1,500; St. Paul, $1,000; Springfield, 


$1,500; American Central, $1,000; A£tna, 
$2,000; Hartford, $1,000; Pennsylvania, 
$2,000; Lumbermans Mutual, $3,000. The 


Lumberman’s Mutual policy contains an 80 
per cent coinsurance clause. The policies on 
the sawmill connected with this concern are 
the Providence-Washington, $500; Northern 
Assurance, $1,000; Insurance Company of 
North America, $1,000. 

~~ ~ 


RATING IN WEST VIRGINIA. 


The Ohio Inspection Bureau now has three 
men in West Virginia, J. E. Brown being in 
charge. They have about completed rating 
Wheeling and will then start to rerate the 
whole State. It is not so very long ago that 
West Virginia was rated, but the 25 per cent 
advance applies in nearly all parts of the State. 
There has been very little trouble, however, in 
securing it. 

. + + 
OHIO FIRE APPOINTMENTS. 

Aitna—Crooks Bros., Beverly. 

Buffalo German—Adam Stephan, Massillon. 

Continental—W. 8S. Hostetler, Doylestown. 

Fire Assn.—Harry Crooks, Beverly. 

German, W. Va.—Steiner & Carr, Zanesville. 

Germania, N. Y.—Ben B. Amann, Sidney. 

Greenwich, N. Y.—W. E. Van Eman, Findlay. 





BAD GANG OF FIREBUGS CAUGHT. 


Operations Have Extended in Ohio for Over a 
Quarter of a Century—History 
of the Expose. 


The daily press anticipated a very sensa- 
tional account of the work of the fire marshal 
of Ohio in publishing a partial story of the 
work being accomplished in Williams and Ful- 
ton counties. The work is not completed as 
yet and would not have been made public 
had not the arrest of part of the men been 
hastened through fear that they would make 
their escape from the State. 

The investigations cover a period of twenty- 
five years and it has required, several months 
of hard work to unearth the evidence. The 
result is that eight men have already been 
arrested and seven are still to be apprehended, 
there having been fifteen indictments returned 
by the grand jury. Those arrested already 
are: ° H. B. Morrison, West Unity, saloon 
keeper; John Keller, West Unity, farmer; 
Fred Bowman, Stryker; John Page, Alvordton, 
farmer; William Davidson, West Unity; Sher- 
man Mead, Pioneer, farmer; Wright Fisher, 
West Unity, farmer; John Swisher, West 
Unity. 

They are charged with “arson to prejudice 
insurance.” Merrison, who is said to be the 
leader of the gang, has five distinct charges of 
arson against him. All were released from 
jail on a bail of $500 on each count, with the 
exception of Bowman and Sherman. 

John Page confessed to the crimes as 
charged. In his statement he says the band 
was organized in 1878 and has continued its 
operations without interruption ever since. It 
numbered from fifteen to twenty at various 
times in its history. Upon the payment of a 
stipulated sum, measured by the value of the 
property to be burned, the gang would execute 
the crime. 

The confession developed through the ar- 
rest of Page six weeks ago on the charge of 
arson, suspicion pointing to him as the cause 
of several minor fires. When arrested he con- 
fessed to the specific charges of arson of which 
he had been suspected and then told of the 
other crimes. Page is 80 years old; was born 
in England, coming to this country when ten 
years old. He is under guard at a hotel, and, 
it is said, his life has been threatened because 
of his confession. He said in his confession: 

“The insurance companies will be glad when 
this is over. I can tell them where they can 
get $18,000 to $20,000 insurance back. There 
is one man in Toledo who robbed the insur- 





ance companies, but they can’t get any money 
from him because he has not a cent now. I 
know one man who has $20,000 that don’t be- 
long to him, and I'll tell the companies about 
him.” 





SPRINGFIELD UNDERWRITERS MUTUAL 


Company Is Appointing Local Agents and 
Gradually Extending Its Influence 
Throughout this State. 


The Springfield Underwriters Mutual Fire 
Insurance Company of Springfield seems to 
be making very good progress under the 
present management. The company already 
has about thirty-five good local agents and its 
idea is to place a local agent in every county 
seat and allow him to handle the entire county 
unless there are other large towns in the 
county. The company is seeking the best class 
of special hazard business. The management 
hardly expected to pay a dividend for the first 
year, but it feels that from the present outlook 
it can do this. Its idea is to write about $25, 
000 or $30,000 in premiums the first year. Sec 
retary A. F. McCormick is well known in 
Ohio, being a former member of the state legis 
lature. He is giving his time to the company, 
both’ in the office and in the field. Vice-Presi- 
dent John G. Wetzel, who was formerly special 
agent for the Pennsylvania Fire, is passing on 
the business and also does some field work in 
addition. The company will confine its opera- 
tions entirely to Ohio and will not do surplus 
line business. 





SQUIRE AND CLEVELAND. 

Every now and then-Charles B. Squire bobs 
up serencly to disturb the equanimity of Cleve 
land agents. The latest story is that he se 
cured the line of the Eberhard Manufacturing 
Company, amounting to half a million or more, 
and placed it all in the East, except about a 
hundred thousand dollars, and that he offered 
to give the whole commission on that in Cleve- 
land to an agent who would help him out by 
writing it. It is feared that somebody has 
taken it. 

For the last six months or so there has been 
more or less talk in Cleveland about some kind 
of a new company Mr. Squire was trying to 
organize. That does not seem to have troubled 
local agents greatly, for they do not appear to 
know whether it was to be a Lloyds, a mutual, 
an individual underwriter, or something else, 
and they don’t appear to care much which it is 





OHIO AND WEST VIRGINIA NOTES. 


The insurers at Shelby are expecting an in 
crease in rates in the near future. 


The Northern and Queen have transferred 
from the Arnold agency to Wissler & Kautz- 
man at Bellefontaine. 


Leech Bros. & Co. have sold their Uhrich 
ville, Ohio, agency to H. O. Snyder, the trans 
fer to take effect June 1. 


The companies heretofore represented by 
Edward Coriell at Portsmouth have been 
transferred to Wm. L. Reed. 


Marvin C. Clark has not purchased the 
agency of Wm. L. Reed at Portsmouth, the 
advises to that effect which were reported last 
week having been untrue. 


John M. Steiner, who has an old established 
fire insurance agency at Zanesville, has taken 
P. A. Carr, formerly a clerk in the Adams 
Express Company’s office, into partnership. 


John M. Hunter, who has been in the in- 
surance business at Urbana for several years, 
died last week from the effects of a surgical 
operation he had undergone a short time be- 
fore on account of nervous and stomach 
trouble. 





The Indianapolis Fire is contemplating en- 
tering Michigan and Kentucky at an early 
date. 
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UNDERWRITING IN MICHIGAN 


COMPLICATED QUESTION HAS ARISEN 











Interesting Point in Connection with aCon 4 


cern’s Account with a Local Agency Over 
Rights of Receiver. 


An interesting question has arisen in which 
the J. T. Norris agency at Frankfort is inter- 
ested in connection with the Crane Lumber 
Company, which has gone into the hands of 
the Michigan Trust Company as receiver. 
The local agency has insured the lumber firm 
for a number of years, carrying a running 
account of the business, but making a settle- 
ment about once a year. 

The last settkement was in May, 1902, and 
payment to apply on premiums has been made 
at various times since. In December a num- 
ber of lumber policies were canceled by the 
assured, the return premiums being credited 
by the agent on account, nearly making a 
balance. Since these lumber policies were 
canceled the agent issued policies, the pre- 
miums on which amounted to about $350, but 
no payments have been made. In March a 
trust company was appointed receiver for the 
lumber company and all policies on the plant 
turned over to the receiver. 

Now the trust company requests the agent 
to approve the assignment of the policies from 
the lumber company to the trust company, 
which the agent agreed to do, providing his 
account is paid, or assumed by the trust com- 
pany, which it refuses to do, claiming that 
the insurance agent must come in as a com- 
mon creditor. The agent has served written 
notice on the trust company refusing to recog- 
nize it as the assured, and claiming the poli- 
cies are void on account of the nonpayment 
of premiums, change in ownership, and oc- 
cupancy of the property, and referring them 
to the printed portion of the policies for 
relief. The agent then notifies the companies 
interested of his action, and they all, with two 
exceptions, asked for the cancelation of their 
policies. The exceptions are one manager, 
who requested the agent to notify the trust 
company that his policy was null and void, 
hut not to ask for cancelation of policy, as it 
might constitute a waiver, thereby acknowl- 
edging the trust company to be the assured. 
The other exception is a notice from another 
manager that the trust company had applied 
to him for consent to the transfer, which he 
had granted. 

These questions naturally arise: 
agent have to cancel policies for the companies 
so ordering and return premiums he has 
never received? Or would the policies be 
canceled by the usual notice of cancelation 
for nonpayment of premiums? Would a no- 
tice from the agent to the trust company ask- 
ing for cancelation of a policy constitute a 
waiver of that company’s rights whose man- 
ager specifically asked the agent not to ask 
for cancelation ? 

The premium on the policy where the man- 
ager consented to the assignment has not 
been paid to the agent, neither has the agent 
paid the company for same. Can the com- 
pany hold the agent for this premium? 

In figuring the pro rata unearned premium 
on all policies it would be more than the 
account, but should the policies be canceled 
short rate the return premium would be less 
than the account. 





MAY BE AN IMPORTANT CHANGE. 
Report has it that a movement has been set 
on foot from Chicago, 
change will be made 
tion Bureau. 


whereby an important 


in the Michigan Inspec- 


++ + 


MICHIGAN FIRE APPOINTMENTS. 
\merican, N. J.—J. H. Wright, 
lr. M. Butler, Pulaski. 
\merican, Pa.—H. C. 
british America, Can.—G. E. Corell, 
“ommerce—J. C. Eslow & Son, 
\rnold, Three Rivers. 
‘onnecticut—G,. J. Daniels, Hudson; E. C. 
a & Son, South Haven. 
sarmers, Pa.—Fay & Koepke. Saginaw, E. 8. 
German, Ill.—c. J. Le Roy, Petoskey. 
: ‘ermania— E. C. Doolittle, Homer; C. H. Jen- 
ey Negaunee: O. H. McBride, Tecumseh. 
verpool & London & Globe, Eng.—Lorenzo 
Webber, Portland. 


Grindstone City ; 


Vincent, Lum, 
Niles. 
Albion; G. IL. 





Will the 





Lafayette, N. ¥ Se = 
London & Lance ash tire 
Mechanics, Pa.—-S. G 
Mercantile F. & M. i. 
Northern, Eng.—F. C. 
Northwestern National 
land. 
Palatine—Jay W. 
Sault Ste. Marie. 
Prussian National—E. C. 
Queen—F, E. Andrews, 
Jenks, St. Clair. 
Traders—BE. W. Hastings & Son, Traverse City. 
Teutonia, La.—J. EB. Reau, Marquette. 
Western, IP’a.—A. B. Angell, Adrian; Almeron 
Crandall & Co., Jackson; F. G. Bromm, Mount 
Clemens; Dodge & Soper, Port Huron. 


Mersereau, Manistique. 
Leonard & Noyes, Albion. 
Koepke, Saginaw. 

Fr aire hild, Midland. 
Ebling, Au Sable. 
Jennie R. Kanters, 





Sutton Insurance Agency, 
Phillips, St. 
New 


Louis 
Baltimore; R. 8. 


. + ++ 


ELECTRICAL CONDITIONS AT COLDWATER. 


Wim. T. Benallack of the electrical depart- 
ment, Michigan Bureau, was in Coldwater re- 
cently, looking over risks complained of by 


underwriters as unsafe. He found in 


nearly every place inspected good grounds for 


being 


complaint and the improvements recommended 
are now being The central 
building has been equipped as he advised and 
the electricians are now at work on the library 
building. 


made. school 


— ~ 


THATCHER'S JURISDICTION IS EXTENDED. 
Owing to the fact that the Iowa field occu- 


pies so much of his time, H. O. Phillips, state 


agent of the Hanover, has given up all of 
Michigan except Grand Rapids and Detroit. 


The jurisdiction of Special 
Thatcher of Pontiac, Mich., is 
tended to include all of 


Agent H. H. 
therefore ex- 
Michigan except the 
named. 


two cities 


++ “+ 


FIRE PROTECTION IMPROVED. 


A prominent local agent at Alma says: 
“Alma is now ready to do business in the fire 
protection line, with a new villace hall com 


nleted and the fire department now ccntained 
with a fine 
a first-class 


therein, span of young horses with 
driver, a No. 1 
a goodly 
hose, a 


combination 
wagon, 
gon depart- 
ment boys and as good a fire chief as there is 
in the State. 


brand new 


well-drilled body of fire 


supply of Para- 


—s ++ 
FIRE PROTECTION AT NILES. 

Inspector West of the Kalamazoo district, 
who has been rating Niles, states that the fire 
department is not in good shape. He found 
the hose frozen on the reel. The stand pipe 
is about two miles from the city and the elec- 
trical wiring in the city is very poor, there 
being no cut-offs in hardly any of the busi- 
ness houses. Mr. West found several open 
arc lights in stores. The opera house is con- 
sidered almost uninsurable. , 





MICHIGAN NOTES. 


At Hastings, Mich., H. S. Sheldon, 
stract man, has purchased 
G. Nagler. 

The Globe and Rutgers Fire of New York 
City and the United States Lloyds have been 
admitted to Michigan. 

George C. Correll has purchased the agency 
of his partner, Mr. Simons, at Niles, and will 
conduct the agency on his own account. 

The Congregational Church at Port Huron, 
which was struck by lightning on May 21, was 
insured for $1,700 in the Germania and $1,200 
in the German of Freeport. 

The J. W. Sutton Insurance Agency 
been organized at Sault Ste. Marie, and is 
composed of J. W. Sutton, Edward F. Rich 
ards and Frank P. Trempe, a strong combina- 
tion. 

The report of the chief of the fire depart- 
ment of Holland shows that the total loss 
by fire last year was only $3,400, covered by 
insurance of $2,600. There were only 22 alarms 
turned in. 

The engineer at the Star flour mills at Grand 
Rapids has been arrested on complaint of Fire 
Marshal Lemoin, for installing electric wiring 
without submitting the same to the city in- 
spector for his O. K. This is the second viola- 
tion of the new ordinance. 


the ab- 
the agency of John 


has 
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FIELD NOTES OF WISCONSIN. 


COMPLAIN AS TO MANSON’S POSITION. 


Report Has It he is Advising Against the Use 
of Some of the Special 
Lumber Clauses. 


Some of the insurance men in the lumber 
districts of Wisconsin are considerably aroused 
of the 


who 


President 
Agents \ 


is championing, 


over the report that 
Local 
lives at Wausau, 


Manson, 
Wisconsin ssociation, 
fo an extent, 
the lumber interests in the matter of rates. Re 
port has it that Mr. advises 
that the clauses requiring a spark arrester or 


Manson states he 


casks and_pails in lumber 
and that 
clauses are 


yards be not required, 
no extra rate be charged where 
No definite facts have been 
obtained as to Mr. Manson’s position in this 
matter, but the report has gotten pretty well 
aired through the lumber sections and the as 
sured is taking advantage of the report rhe 
field men argue that Mr. at the 
head of the local should 
not assume antagonizes the 
companies, 


such 
absent. 


Manson, being 
organization, 


which 


agents’ 
an attitude 


WISCONSIN AGENCY APPOINTMENTS. 
Allemannia—A,. L. Tucker, Berlin; Frank E 
Chartier, Wausau; Timothy Brennan, Fond du 
Lac. 
American, Newark—W, ©, 


Merrill, Waukau; ¢ 


I’. Schroeder, Markesan; Henry Volkmann, Jr., 
Kingston. 

British America, Can.—W. R. Vhillips, Evans 
ville. 


Commerce—-Alois Himmelstein, Milwaukee. 


Continental—H. B. Edwards, Eagle; A 
Michaelson, Darlington. 
Dubuque F. & M.—Joseph <A. Culver, Eau 


Claire; A. Combacker, 

River Falls, 
Farmers 

Oshkosh. 


Elisworth; W. P. Marshall, 


& Merchants—Byron E. Van Keuren, 


Fire Association—Lawrence J, Mistele, Jeffer 
son, 

Hanover—-Moses E. Ladd, Whitehall. 

Hartford—-John W. Gray, Auburn; Bernhart 


Lowen, Three Lakes. 
Milwaukee Fire— Joseph N 
oint; Rufus Stephenson, West 
National, Ireland—-A. Lrene 
New Hampshire—Jennie L. 
Niagara—-Winfield W. 
(. Britt, Portage ; 
George 8S. Grubb, 
Kilbourn City ; 


Treweek, Mineral 

Superior. 
McAllister, 
Lukens, 
Warren, 
Nicholas N., 





Oconto 
Milwaukee 
Tomah; John 
Hess, New Lisbon ; 
Mauston: George H. Crandall, 
Ella Hayden, Sun Prairie; George 
Pullen, Evansville; Charles Esau, Milwaukee ; 
David D. Davies, Spring Green; Garrett Sullivan, 
New London; Frank Kwapil, Algoma; George W 
Wing, Kewaunee; Herbert L. DPeterson, Sawyer; 
Erland Engh, Dallas; Rudolph Saurhering, May 
ville; W. S. MeCorkle, Richland Center. 

North British & Mercantile—Henry 
Green Bay. 

Northwestern National—.J. C 
Sylvester Osswald, Edw. 
Anton Meixner, Joseph C 
Milwaukee. 

Orient—A. Irene McAllister, Oconto. 

Phenix, Hartford—Thomas Hill, Spring Green; 
N. O. Peterson, Soldiers Grove ; Milton W. Shearer, 





Decock, 
l’roctor, 

Grieb, August 
Grieb, Ernest 


Madison ; 
Conrad, 
Conrad, 


Fennimore; John Vilberg, Mt. Horeb; John HI 
Wall, Highland. 

Prussian National—John M. Schumekosky, Ber 
lin. 


Security—oO. A. Sell, 

Teutonia—R. C. 
Fond du Lac. 

Union, Phila. 
field. 


Reeseville. 
Fairbanks & J. C. McKesson, 


Clarence B. Edwards, Marsh 


AGENTS USE CLANDESTINE METHODS. 

Of late several cases have come to hand in 
Wisconsin where union agencies being paid 
graded commissions have taken on non-union 
companies in a clandestine method by having 
someone ostensibly appointed as an agent, but 
the company being entirely under the control 


of the union agent. Some relative or clerk is 
likely to be appointed, or the wife of some 
person connected with the office. Some non 


union special agents are noted for 
deals of this kind. As soon as 
evidence is secured, the old 
rangement is restored and it 
for the agency to 
again. 


working up 

convicting 
commission ar- 
will be impossible 


secure graded commissions 





WISCONSIN NOTES. 


The business men of Jefferson, 
organized a mutual on account 


Wis., have 
of the high 


rates. 

State Agent Rogers, of the Home of New 
York in Wisconsin, has resigned. The present 
special agent, E. A. Rademacher, will have 


charge of Wisconsin affairs 
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STATE TOPICS OF ILLINOIS. 


DO NOT OBTAIN THE HIGHER RATES. 








Champaign Local Agents Find that Some ofthe 
Companies Are Not Requiring the 
New Tariff. 


Special agents are becoming considerably 
concerned over the situation at Champaign. 
The new rates are not taking very well in the 
city, and it is charged that some of the non- 
union and union companies are writing at the 
old figure. In fact, some of the field men 
claim to have seen policies that were written 
at the old tariffs, and agents with companies 
requiring the new rates state that they are 
unable to secure them. <A few field men have 
appealed to their companies for some sort 
of relief. 





UNIONIZATION AT CAIRO. 

Kerth & Co. of Cairo, IIL, have unionized 
their office by resigning the Continental and 
Prussian National. These companies go to 
Charles R. Stuart, who is building up a large 
non-union agency. 

7 aad 
ASK CO-OPERATION OF COMPANIES. 

The Illenois State Board has notified the 
companies doing business in Effingham that 
the local agents there refuse to adopt the new 
rates and insist on the old rates or modifica- 
tions of the same. It is further stated that 
the agents have instructed the stamping secre 
tary to pass the rates they have made and not 
those that have been made by the companies. 
The companies are requested, therefore, to 
get their agents in line and to insist on the 
new rates. 

Sand Saal 
VORE TO BE PRESIDENT. 

The annual meeting of the Illinois Staie 
Board will take place at the Highland Hotel, 
Delavan, Wis., June 9-10. The annual meet- 
ings of the State Board are always of interest 
and Lake Delavan is now regarded as a fixture 
for the place of these gatherings. Some of 
the managers will likely attend. It is under- 
stood that M. P. Vore, special agent of the 
Manchester, who is now vice-president of the 
State Board, will be elected president, and 
Frank C. Haselton, of the Providence-Wash- 
ington, is being groomed for vice-president. 

SITUATION AT SPRINGFIELD. 

Affairs at Springfield have been straight- 
ened out so far as the agents signing the new 
agreement are concerned, although the firm of 
Kessberger & Co. has not yet paid the fine 
imposed upon it for violation of the rules. The 
agency is charged with cutting rates, it being 
alleged that it took a policy from the agency of 
John M. Brinkerhoff. 

+ + 
WILL APPOINT ILLINOIS AGENTS. 

The Indianapolis Fire, which has heretofore 
confined its operations to Chicago, is now. 
branching out into the State, and will appoint 
agents in the profitable points in Hlinois. Al- 
though the Indianapolis is a young company, it 
has had much success, and is counted a splen- 
did agency company. It has already ap- 
pointed F. C. Colehour its agent at Rockford. 


DOING FIELD WORK FOR THE FIREMEN'S. 

R. B. Baldwin of Rockford, Ill, formerly 
Illinois special agent for the Cincinnati Under- 
writers, is doing some special work in the State 
for the Firemens of New Jersey. 





J. F. White of Champaign, who has a union 
agency, is now taking on some non-union 
companies, returning to a mixed agency basis. 





ILLINOIS NOTES. 


Frank M. Puffer has taken the agency of 
the Greenwich at Rockford. 


H. M. Russell, who has been an agent at 
Urbana, Ill., for some forty years, has sold 
his business to J. M. Dunseth. 


W. G. Smith of Charleston, Ill., who pur- 
chased the insurance agency of Rosebraugh & 
Linder, has sold his agency to George M. 
Glassco. 


George A. Le Beau, formerly with’ Capen 
& Sons at Bloomington, and E. C. Price, form- 
erly with the inspection bureau at East St. 
Louis, have joined the local agency of T. L. 


Fekete & Co. of East St. Louts. 





WITH THE INDIANA AGENTS. 








NEW TRIAL IS GRANTED. 

The Circuit Court of Indianapolis has 
granted a new trial in the case of Cynthia 
Rogers vs. the A. Metzger Agency, on the 
ground that there was a lack of evidence to 
sustain the jury’s verdict for the plaintiff. 
This is the case where the most effective ar- 
guments were the tears of the widow and her 
sympathetic and astute attorney. The agency 
placed a policy in a company which failed, 
the assured endeavoring to hold the agency 
responsible for loss. 


-_ oe 


INDIANA AGENCY APPOINTMENTS. 


Agricultural—Elmer E. Mummert, Goshen. 

American, Newark—A. E. Yount, Independence ; 
Irwin Reynolds, Columbus: A. S. Lless, Misha- 
waka: E. I. Winters, Hartford City. 

American, Pa.—Frank R. Willey, Jeffersonville. 

Firemans Fund—Marcus 8, Sountag, Kvansville; 
Wilson N. Hoot, Ossian; G. G. Simonson, Vin- 
cennes. 

Franklin—Rollin J. Rockafellar, Brookville, 

German, Freeport—George P. Schwin, Coving- 
ton, 

German-American—Guy H. Humphreys, Linton. 

Girard F. & M.—William L. Little, Muncie. 

Ilome Fire & Marine—The Ohio Valley Trust 
Company, Evansville. 

Milwaukee—Lloyd L. Burris, Goshen. 

Milwaukee Mechanics—Lon TD). McConnell, Ox- 
ford; George P. Schwin, Covington; M. E. Graves, 
Morocco, 

Niagara—T. C. Shoemaker, Lebanon; Krieger 
& Woyahn, Chesterton; Geerge S. Seymour «& 
Sons, La Porte; Charles C. Wilhoit, Middletown ; 
Charles B. Dougherty, Bluffton: Wm. A. MecLal- 
land: Marion F.:Adams, North Manchester. 

Northern Assurance—William ©. Llal!l, New 
Castle. 

Queen—Chas. H. Dunihue, Bedford. 

Royal—Barnhart & Lautzenhiser, North Man- 
chester. 

Security, New Haven 
Fav & Day, Royal Center. 

St. Paul F. & M.—The A. E. Barrows Co., Con- 
nersville. 














A. S. Hess, Mishawaka ; 


cad bad 


CHURCH MUTUAL MADE A SUCCESS. 

The German Mutual Fire Insurance Com- 
pany of the Lutheran churches, Indianapolis, 
is issuing new five-year policies to its 1,400 
policyholders, in accordance with the require- 
ments of its charter, to insure them every five 
years, In the past five years the members’ in- 
surance has cost them 12% cents annually on 
the $100. The company has $1,137,721 in- 
surance in force. Salaries amount to $400 a 
year. The losses last year were $1,500. Lines 
are limited to $3,000 on buildings and $1,500 
on merchandise. The company is twenty-five 
years old. Its highest rate was 20 cents last 
year. The lowest was 10 cents. William Kiser, 
secretary and treasurer, says: “Those figures 
show that there is money in the ordinary in- 
surance business, even after the big salaries 
of the officers are paid.” 

REINS URANCE IN INDIANA. 

A manager of a reinsurance company states 
that there is a greater demand for reinsurance 
from other companies on Indiana property than 
that of any other State. The surplus line busi- 
ness in Indiana is certainly quite extensive. 
It has large and extensive manufacturing in- 
terests, the railroad facilities are unexcelled, 
and in the natural gas regions fuel is cheap. 
There is a multitude of woodworkers all 
through the State, there being scarcely any 
town but what has some factory of this nature. 





AMONG THE CASUALTY MEN. 


INDIVIDUAL RATING IN LIABILITY RISKS 











Claim Is Made that the General Average Is 
Secured Solely by Classes—Opinion 
of a Manager. 


It has always been a question whether em- 
ployers’ liability companies could rate each risk 
individually, and thus follow a scheme of un- 
derwriting about the same as fire companies, 
allowing each risk to stand on its own merits. 
The companies at present make their rates ac- 
cording to classification, each risk in the class 
being rated alike unless a special rate is se- 
cured on account of experience. A well-known 
liability underwriter takes the ground _ that 
risks cannot be rated individually, as the gen- 
eral average has to be secured by classes. A 
liability risk may change in its conditions from 
year to year and there will be no external 
evidences of the change. He thinks that it 
would be hazardous for companies to under- 
take to rate each risk individually. 





PREFERRED TO RAISE RATES. 

The Preferred Accident intends to make 2 
raise of $1 per thousand in the rates on any 
form of policy issued to physicians, surgeons 
and dentists, to take effect on July 1. 


NEW INDUSTRIAL ACCIDENT POLICY. 

The United States Health & Accident Com 
pany is issuing a new industrial accident policy 
providing for a limit of twenty-four months 
for any injury; one-half of the principal sum 
payable for loss of one eye; double benefits for 
traveling accidents; one-half of the principal 
sum paid for death from sunstroke, freezing, 
septicemia or hydrophobia: insurance against 
illness thirty days from date, placing a time 
limit of eight months for any one illness; 10 
per cent accumulations fer five years. 

~~> Saal 
FEDERAL UNION SURETY’S MEETING. 

The Federal Union Surety Company of In 
dianapolis held its second annual meeting this 
week and re-elected the old officers. The re 
port of the president, Hugh Dougherty of 
Bluffton, showed that the company is quali 
fied to do business in Indiana, Pennsylvania, 
Ohio, Michigan, Kentucky, and Illinois, and 
will soon enter Wisconsin, Minnesota, Iowa 
and Missouri. The company’s surplus April 
I was $10,959.27, and reserve $16,435.83. The 
gain in three months was $9,800.83, indicating 
an earning capacity of nearly $40,000 a year 
Attention was called to the fact that the 
money had not been paid in, but earned, as 
no encroachment will be allowed on the $250, 
ooo capital. The total assets are $283,382.64 

+ ++ 
SPECIAL HAZARDS AND PREFERRED CLASSES 

In employers’ liability insurance there are 
special hazard classes and preferred business, 
as well as in fire insurance. The special 
hazard class includes contractors, heavy iron 
workers, excavators and all such large work 
and also those occupations where scaffolding, 
elevators or hazardous machinery is used. The 
rest is preferred. The companines that do a 
general business find it necessary to carry the 
special hazards in order to get the preferred 
classes from brokers. 

++ _ 
SUES THE UNITED STATES CASUALTY. 

This is the point at issue between the United 
States Casualty Company and the adminis- 
trator of the estate of the late Nathan Morris. 
attorney, of Indianapolis, as shown by a suit 
begun at Indianapolis: Deceased carried a 
$5,000 policy in the company. The agent had 
been accustomed, it is said, to send renewal 
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receipts to Mr. Morris, with the understand- 
ing that the attorney would pay by check at 
his convenience. The last receipt is dated 
February 7 and was to cover the six months 
to August 7. The company, it is said, denies 
the liability because in fact the insured had not 
paid this last premium up to the time of his 
death, notwithstanding the delivery of the re- 
ceipt. The plaintiff contends that the policy 
was in force at the time of the death of the 
insured, whether or not the premium was ac- 
tually paid. 





HE WRITES ON LIABILITY CONDITIONS. 





Chicago Broker Criticises the Conference Com- 
panies for Alleged Rate Irregularities in 
His Home City. 


A Chicago liability broker sends the follow- 
ing letter to this paper: 

“Chicago, May 19.—J/o the Editor :—In your 
paper of May 14, 1903, you say in your article 
ot “Question of Liabitty Kates: “New com- 
panies that are not backed very strongly in a 
tinancial way, enter the field, and in order to 
get business on their books write at less than 
suandard iates. And ‘no hability compaiy 
can continue and prosper if it writes its entire 
business at less than manual rates, which are 
gotten from the experience of several compa- 
nies mm the Liability Conterence.’ 

“It is to be inferred that you include Chicago 
in the above comment, and, if so, pray tell 
me what Conference company is adhering to 
manual tariff or standard rates? My expe- 
rience is, that new and non-conference liability 
companies are more conservative than the Con- 
ference companies, and are collecting better 
rates than the Conference companies. Ask 
any Conference company for a rate on any 
well-known risk, and its reply will be almost 
invariably: “This is specially rated... What 
are their special rates? Find out if you can! 
lf the assured carrying the policy on a special 


rate will give you the information, it will be 


found, ‘any old rate to keep the business.’ 
“Not many moons ago, a well-known Con- 
ference company withdrew from the Confer- 
ence, and the reason assigned was said to be, 
that, when it became a member of the Con- 
ference, about 80 per cent of the business was 
being written by the Conference companies, and 
that when it withdrew, about 50 per cent of 
the liability business was being written by 
the companies not belonging to the Conference. 
Which companies have prospered most can 
he easily ascertained by consulting any insur- 
ance chart publishing the results for five to 
ten years past. In this connection it would 
he very interesting reading, if some of the 
oid companies would allow to be published 
how many suits are pending and their estimate 
of the cost to settle pending claims for in- 
juries. Also, how many pending claims could 
easily be settled out of court, and thereby re- 
lieve the assured of suspense and allow him 
to place his insurance with some company that 
is not burdened heavily .with unsettled claims, 
and not be compelled to feel that he must 
renew his insurance with the same company 
under the fear of not having a fair settlement 
if he places his insurance where he desires. It 
is a well-known fact that one year ago the 
Conference companies promulgated new rates 
aid advanced prices from 25 to 60 per cent 
on many risks, and that immediately thereafter 
these companies canceled outstanding policies 
an rewrote them at the old prices; for in- 
stance, passenger and freight elevators, office 
buildings, ete., were largely written for three 
years, making the price for elevators $35, 
while they claim them to be worth $50.” 
“CHICAGO.” 





DECIDES AGAINST MARYLAND CASUALTY. 

he Minnesota Supreme Court has decided 
against the Maryland Casualty in the case 
brought by C. D. Kennedy, proprietor of the 
Cascade laundry of St. Paul for $150 surgical 
fees paid to Dr. W. D. Kelly. An employe 
was hurt in the laundry and secured dam- 
ages of $5,000, which the company made good 
to Kennedy, but the company refused to pay 
the doctor’s bill for amputating the employe’s 
arm, on the ground that the assured in making 
such an arrangement with the surgeon acted 








13 





without the authority of the company. The 
court holds that the assured was constituted 
the agent of the company for the purpose of 
calling medical attendance in case of emer 
gency and the liability incurred was _ inde- 
pendent of the obligations otherwise provided 
in the policy. 
+ ~~ 


CASUALTY APPOINTMENTS. 
OHIO. 
Central Accident—George A. 
MICHIGAN. 
Metropolitan Plate Glass, N. Y. 
Loan & Realty Co., Charlotte. 
New York Plate Giass, N. Y.—Fey & 
(succeeding Conrad Fey), Saginaw. 
Union Casualty—Thomas Coughlin, Hancock. 
U. S. Health & Accident—G. L. Moore, Ann Ar 
ber: (. E. MeKean, Barrytown; J. F. Swartz, 
tuchanan; J. C. Hirsach, Detroit: C. A. Williams, 
Grand Rapids: A. HL. White, Hudson; _, 
Waters, Jennings: C. FE. Morris, St. Joseph; F. W. 
Evans, Sault Ste. Marie; G. W. Cox, Temple. 
Mich. Benevolent—G. W. Thompson, ltlopkins 
Station: B. R. Swick, Kalamazoo: Julius Llein, 
Wayland: George King. West Branch. 
Standard Benefit, Mich.—hrist. Tayior, East 
Jordan: John Feltner, Essex: Noah French, Grand 
Rapids; Alfred Bullock, Muskegon. 


Heath, Wauseon. 


Eaton County 






Koepke 
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WILL FIGHT IRREGULAR LOSSES. 

It is stated that the Continental Casualty 
Company will hereafter adopt a somewhat dif- 
ferent policy in connection with its claims. 
Heretofore it has been very liberal and con- 
ciliatory, oftentimes more so than a claimant 
deserved. Owing to this method claimants 
have probably taken advantage of the com- 
pany and counted it easy to deal with. While 
its liberality has been a very good advertise- 
ment, yet it has proven in some instances an 
expensive one. In the future, while it will 
pay every legitimate claim to its fullest extent 
and follow out to the letter its contract, waiv- 
ing all technicalities, yet it 
posed upon by claimants. It serves notice that 
it will fight all irregular and __ illegitimate 
claims to the bitter end. While at first this 
may react to some extent against the company, 
yet in the end it will be to its advantage. 


will not be im- 





CASUALTY NOTES. 


In the new combination accident and health 
policy of the Travelers, insanity, rheumatism 
and tuberculosis have been eliminated from the 
excepted diseases, thus making it a very lib- 
eral contract. 

J. J. Courtney, formerly United States man- 
ager of the Imperial Insurance Company of 
London, has become connected with the United 
States Casualty Company of New York as 
executive agency manager. 

State Factory Inspector D. H. McAbee of 
Indiana says that the business of selling sec- 
ond-hand steam boilers has grown to be an 
evil and is the cause of many accidents from 
explosions. He will endeavor to fill a want 
by getting needed legislation that will reach 
this evil. 

The Chicago office of the New Amsterdam 
Cesualty Company has secured the three 
ptizes allotted this year during three months 
for the largest accident business. The tri- 
monthly contest wil! soon be on and the Chi 
cago office will attempt to capture the prize 
in this case. 

A writ of attachment for $40,c00 has been 
served at Hartford, Conn., on the United 
States Health and Accident Insurance Com- 
pany of Michigan, in a suit brought by Charles 
H. Boyer of New Haven, state agent of the 
company. The writ of attachment claims that 
the complainant loaned the company $25,000. 

Secretary Keelor of the Philadelphia Cas- 
ualty Company, in speaking of boiler insur- 
ance, states that his company discriminates 
between inspection cost and underwriting in 
the issuing of policies. 
of one boiler, a $5,000 policy costs $20, a $10.- 
coo policy, $25, and then the rate is increased 
$5 for each additional $5,000 insurance. 

The governor of Wisconsin has vetoed the 
bill passed by the legislature, which sought to 
reduce the capital stock of companies desir- 
ing to organize to do a casualty, credit or ac- 
cident insurance business from $100,000 to 
$10,000, and to reduce the amount of securi- 
ties to be deposited with the state treasurer 
from $50,000 to $5,000. The governor thinks 
that no good reason exists for reducing the 
amount of capital of such companies. 


For example, in case 





LIFE INSURANGE. GIRGLES. 


READJUSTING IfS ANNUITY RATES. 











National Life of Vermont Makes Some Changes 
-Comment on the Experience of the 
Companies. 


Life of 
important 


The National 


cided on an 


Montpelier has de 
readjustment of its 
annuity rates, part of the new changes taking 
effect at 
July. 1. 


once, the balance to go into force 


Rates are increased at younger ages 
and decreased from 63 to 80, while new rates 
are named at ages frcem 8o to 85, the old table 
not going above age 8o 
The annuity experience of life companies in 
America has been watched with great interest, 


in view of its supposed uncertainty. It has 
been anticipated that changes in the rates 
charged by the companies would be made. 


Recent experience shows that the actual pay 
ments on account of annuities have been 
greater than the expected, evincing ultra-fav 
orable mortality among annuitants to the detri 
ment of the companies. It has been held by 
many that special mortality tables are neces 
sary for annuitants on account of the selection 
against the company. Statistics show that in 
1902 ‘eighteen compynies paid $360,000 more 
in annuities than estimated in their ex 
perience tables, or actual payments of 114 per 
cent to the expected 

he rates of the 


was 


National Life have been, 
on the whole, somewhat lower than other com 
panies, particularly at younger After 
July 1 the National’s rates from ages 20 to 63 
will be 


ages 


increased, but the actual increase has 
not vet been announced. 


The readjustment rates at ages 63 to 8o are 


now into effect. The decreases range from 
$5 to $25 at different ages. This reduction 
will be viewed with especial interest’ because 


the National's rates at these ages were already 
somewhat higher than other companies. In 
the case of women the decreased rates do not 
begin until after age 65. Agents of the com 
pany are now trying to get in prospective an 
nuitants before the increases at 
go into effect. 


younger ages 





SAY COPIPROMISE HAS BEEN EFFECTED 


New York Report Has It that President Mc 
Curdy and Thomas H. Bowles Have 
Reached an Understanding. 


New York, May 27.—(Special.)—It is ru 
mored here that the differences between Presi 
dent McCurdy, of the Mutual Life, and 
Thomas H. Bowles have been adjusted and 
that the solicita 
tion of the support of the policyholders. What 
the terms of compromise are, if any have been 
made, cannot 


latter has discontinued his 


be ascertained at this time, but 
the report has been current for some time that 
such would be the outcome, and it is now con 
sidered certain that some form of adjustment 
has been made. 





KANSAS MUTUAL LIFE IMBROGLIO. 
The trustees who have charge of the Kan 
sas Mutual Life statement in 


which they charge the old officers with issuing 


have issued a 
false sworn statements of the company’s con 


dition. They state that in the last annual 


statement the officers reported a surplus of 
$146,279, when only in reality $13,359 existed 
They further declare that while, according to 
contracts, $300,000 should be held as reserve 
The 


trustees claim that the secretary of the com 


for certain policies no reserve was put up. 


pany admitted that the last annual report was 
untrue, and when it was discovered he asked to 
be permitted to change the entries 


The trus 
tees allege that over $200,000 has been misap 
rropriated by the former officers 

There seems to be a good deal of contro- 
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versy over the affairs of the Kansas Mutual. 
The trustees make serious charges against the 
former officers and the former officers produce 
figures to show that their management has 
been regular and not extravagant as to sal- 
aries, etc. It is stated that the trustees are 
attempting to get control of the company and 
thus secure satisfactory positions. They have 
sent letters to policyholders seeking their 
proxies for the meeting to be held June 1, when 
the policyholders will decide whether the com- 
pany will reorganize or reinsure. The old of- 
ficers consist of President Davis, Vice-Presi- 
dent Welcome and Secretary Moon. They are 
working for the interest of the National Life 
U. S. A. and are endeavoring to have the com- 
pany reinsured in the National. The whole 
affair is most unfortunate, as the Kansas 
Mutual, was getting along very nicely. 
++ +r 


LIFE APPOINTMENTS. 
OHIO. 

Home—S. E. Wise and C. M. Weaver, Bradford ; 
Charles E. Fox, West Milton. 

Mutual, N, Y—P. H. Stevenson and Albert 
Speaks, Columbus. 

New York—Thomas 8. Beelsford and Lambert 
Fridel, Columbus. 

INDIANA. 

Hartford Life—David C. Hughes, Greencastle. 

ae Hancock Mutual—H. S. Robinson, Bluff- 
ton; Levi Kennedy, Indianapolis; Charles Jakes, 
Stockwell; F. W. nheneer, Mt. Vernon; H. E. 
Smith, Elizabethtown ; ( L. Dorsey, Fort Branch ; 
W. B. Hardy, Bryant; T. W. Millikan, New Cas- 
tle: C. E. Noble, Rolling Prairie; B. C. Scott, 
Brazil; H. C. Sharer, Mishawaka; F. J. Haight, 
South Bend. 

Mutual Reserve—Leonard Schrader, Columbia 
City. : 

Provident Savings Life—Frederick C. Trilling- 
ham, Clinton. 

Prudential—Carl G. Smith, Worthington. 

Royal Union Mutual—Alfred N. Bonham, In- 


dianapolis. 
MICHIGAN. 

Canada Life—Carl Pickert, Corunna; E. J. 
Stone, Dexter; J. J. Brown, Detroit ; W. P. Cooper, 
Detroit; J. W. Thoms, Detroit; C. C. Corrigan, 
Fenton; H. W. Wigman, Lansing; F. B. Ainger, 
Jr., Lansing: A. G. Sheldon, Tecumseh. 

Illinois Life—L. J. Lishness, Bax Axe. 

Mass. Mutual—P. D. Ferguson, Battle Creek; 
Anna M. Tighe, Bay City ; D. H. Keyes, Cass City. 

Mutual Life, Illinois—Dr. F. O. Gilbert, Bay 
City 

Mutual Reserve Life—H. G. Sellman, Ann Ar- 
bor; G. N. Harris, Tipton. 

Mutual Life, N. Y.—E, P. Hall, Ann Arbor; G. L. 
Moore, Ann Arbor; E. F. Schell, Cass City: W. 
G. Wisner, Charlotte; F. J. Johnson, Flint; F. C. 
Dauncey, Flat Rock; C. H. McBride, Holland ; 
W. M. Milhan, Kalamazoo; N. E. Buck, Kala- 
mazoo; BE, A. Farr, Montrose; IF. B. Bauer, Te- 





cumseh; J. O. Palmer, West Bay City; F. L. Gal- 


lup, Ypsilanti. ‘ 

New York Life—J. C. Woodbury, Detroit; E. C. 
Dibble, Detroit; G. W. Long, St. Louis; E. E. 
McGuddy, ie Bay gE 

Prudential, fh. Groves, Grand Rapids. 

Royal oy Mutual—} N. R. Goranson, Man- 
istee, 

Sun, Can.—G. E. Johnson, Grand Rapids. 





+ + 
L FE INSURANCE IN CANADA. 

Regarding life insurance in Canada, one of 
the papers says: 

“The report of life insurance business in 
the Dominion, last year, presents some 1n- 
teresting figures, especially as showing the 
standing of companies in this country in the 
confidence of Canadian investors. 

‘As everybody knows, Canada has several 
large and_ very successful life insurance com- 
panies, a few of which do a considerable busi- 
ness in the United States. It might be ex- 
pected that the great bulk of the life under- 
writing in the Dominion would be in the com- 
panies of that country. But the United States 
companies make a great showing of insurance 
written on persons living across the border. 

“During the year, thirty-six active com- 
panies transacted business, of which nineteen 
were Canadian, nine American, and eight 
British. 

Mi ob total amount of life insurance written 
for Canadians during the year was $73,809,- 
228. which is greater than the amount of the 
preceding year by $5,003,136. The respective 
amounts effected were. Canadian companies, 
$38,208.747; American companies, $32,541,438; 
British companies, $3,059,043. 

“The British companies suffered a decrease 
of $658,954, while in 1900 they had a decrease 
of $30,130: the American companies had an 
increase of $5.909.292, while in 1900 they had 
an increase of $5,117,668, and the Canadian 
companies show a decrease of $247,202. while 
in 1900 they had a decrease of $3.592,170. 

“It appears that there is an advantage to 
those insuring in American or British com- 





panies, because under the operation of the 
insurance laws of Canada, all companies are 
obliged to protect their policyholders by de- 
positing with the receiver general a full re- 
serve under all policies issued since 1878; this 
deposit is not required of Canadian companies, 
the latter only being required to show that 
they possess sufficient acceptable assets, and 
to make a nominal deposit of from $50,000 to 
$100,000.” 





PENN MUTUAL LIFE AGENCY MEETING. 


Twentieth Annual Assemblage Was Held at 
Pittsburg—Many Excellent Talks on the 
Business Were Given. 


The twentieth annual meeting of the Penn 
Mutual Agency Association was held at the 
Hotel Schenley, Pittsburg, on Tuesday, 
Wednesday and Thursday of last week. It 
was one of the best and most enthusiastic 
meetings ever held’ and the attendance was 
larger than usual. The executive meeting was 
held Tuesday morning and the regular busi- 
ness session began at 10 o’clock. The pro- 
gram consisted largely of papers and addresses 
by the members and the officers of the com- 
pany upon topics peculiar to the business of 
the Penn Mutual Life and the manner of con- 
ducting the campaign for new business, as well 
as retaining the old. A very interesting fea- 
ture of the meeting was the points brought 
out in regard to how to conduct a general 
agency, each speaker taking some difficult 
point which he had made a success and tell- 
ing how he did it. This is one of the most 
beneficial features of the meeting perhaps, and 
is made a prominent part of all of them. 

Another particularly interesting feature of 
the meeting was the introduction of the new 
vice-president of the company, Lincoln S. Pass- 
more, to the general agents. Mr. Passmore 
is a very prominent business man, having 
been a grain exporter for many years. He 
is the president of the Philadelphia Bourse and 
the Union League. He will take an active 
part in the conduct of the business of the 
company and will be a very valuable addition 
to the executive department. 

On Wednesday the agents visited the Car- 
negie steel works and in the evening another 
business session was held. A trolley ride 
through the city on Wednesday and a banquiet 
at the Hotel Schenley in the evening com- 
pleted the meeting. The latter was a very 
enjoyable affair, with several toasts by agents 
and officers of the company. The meeting a 
year hence will be held at Baltimore. 

On Monday preceding the meeting the 
agents met at the home of Dr. R. Allison 
Miller and Mrs. Miller of Huntingdon, Pa., 
to celebrate their golden wedding in recogni- 
tion of the doctor’s fiftieth year of service 
as agent of the company. At the dinner in 
honor of that event they were presented with 

handsome silver set by the officers of the 
company. At the meeting at Pittsburg the 
agents presented the doctor with an elegant 
clock, one of the old-fashioned kind which 
stands on the floor. It is a handsome picce 
of workmanship and is valued at something 
like $500. Dr. Miller took out a policy with 
the company in favor of his bride at the same 
time he made his agency contract. He is one 
of the three general agents who are trustees 
of the company and is also president of the 
agency association. 

The following officers were re-ciected for 
the ensuing year: President, R. Allison Mil- 
ler of Huntingdon, Pa.; vice-presidents, Frank 
Markoe of Baltimore, and J. A. Goulden of 
New York; treasurer, Wm. M. Bunting of 
Boston; recording secretary, Edward Bourne 
of Philadelphia; assistant secretary, J. C. Big- 
gert of Pittsburg. It was decided to hold the 
next annual convention at Baltimore. 

SOME LARGE POLICIES WRITTEN. 

The Mutual Benefit’s company paper says: 

“During the month of April the company 
received 1,936 applications for insurance. Miss 





Kirkwood, of the Minneapolis agency, for- 
warded an application for $20,000; J. L. Gas- 
per, of the Indianapolis agency. one for $25,- 
coo, which gave the insured the company’s 
limit of $50,000; R. M. Shaw, of the Okla- 
homa.agency, one for $20,000; F. R. Hodge, 
of the Springfield agency, one for $20,000, and 
R. D. Bukum, of the Chicago agency, one for 
$25,000, and two $50,000 applications .were re- 
ceived through the New York City agency. 
Since the company’s limit of insurance was 
raised in 1g01 from $25,000 to $50,000, the com- 
pany has received applications for additional 
insurance from a large number of people who 
already carried the former amount with the 
company, and who were so satisfied with their 
experience with the company that they de 

sired to increase the amount held by them to 
the larger sum. It is worthy of note, how- 
ever, that the average amount of each policy 
in force i in the company is only $2,388. 


tad bad 
CINCINNATI CONDITIONS. 

It is reported that the life offices of Cincin- 
nati will, from present indications, write a 
larger business than last year. Agents com- 
plain that the profits of legitimate under- 
writers are badly curtailed by the competition 
of rebates. These men are said to be execu- 
tive specials, brokers or agents who come up 
from Kentucky and make a round-up of a lot 
of big business at various prices after local 
agents have worked it up. One agent tells of 
an acquaintance of his who has carried $50, 
ooo at $75 a year for three years. It was re 
written in a new company each year. 


ae -~ 


WILL MAKE A RECORD IN ILLINOIS. 

The Equitable Life of New York is out for 
a record in Illinois this year and through the 
efforts of Manager H. H. Hoyt, of the west 
ern department, considerable steam is being 
generated. It is expected that $16,000,000 of 
business will be produced in Illinois this year. 
Last year the Equitable wrote $9,454,203 in the 
State, a gain of over $5,coo,c00. A number of 
new offices have been started in Chicago and 
elsewhere and the company is displaying more 
vigor than it has in Chicago for some time. 

+ a a 
LIFE BUSINESS AT SPRINGFIELD, ILL. 

The Springfield (Ill.) News says regarding 
the life insurance business in that city: 

“Life insurance agencies and solicitors re- 
port a big business and an easier sale of poli 
cies than ever before. The Springfield field 
has become a strong competitive point. Nearly 
every one of the big old-line insurance com 
panies has made this city a district headquar 
ters. There are the local companies and the 
fraternal associations which have written many 
millions of dollars in and about Springfield 
Yet in spite of the competition and the fra 
ternals the old-line men say business last yeat 
was better than any previous year. In the old 
line companies the demand is for the endow 
ment form of insurance. Men who can afford 
to go into the old-line insurance generally se 


LIBERAL CONTRACTS 


The largest life insurance company in 
the World desires to make liberal con- 
tracts with six strong writers for work 
in Cleveland and Northeastern Ohio. 
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lect some one of the many forms of settlement 
policies. Among the monied men of this city 
the endowment, ten, fifteen and twenty-year 
policy is popular, and there are a number who 
have taken out $100,000 or more. No one in 
this district has yet taken $100,000 with any 
one company, but there are a number whose 
policies in all companies aggregate that sum. 
One well-known capitalist of this city is car- 
rying $52,000 with one company, and he is 
preparing to take out much more. Ten thou- 
sand dollars’ worth of policies mature this 
year. A couple of years ago he matured a 
five-thousand fifteen-year endowment policy, 
which had earned for him three hundred dol- 
lars on the thousand. 

“Since the building and loan association 
rates have fallen so fast and there is no 
longer as much profit for the investor as there 
was a few years ago, money is flowing more 
liberally from the middle classes into those in- 
surance companies which write from one to 
twenty different forms of policies on which 
settlement may be made at the end of stated 
periods, thus affording the insured protection, 
and if he lives to the end of his period, an in- 
vestment. 

“Agents say it is not half so hard to sell 
insurance as it was a few years ago. Then 
a life insurance agent was in the same category 
with a book agent, and entrance to a man’s 
office or place of business had to be made by 
deception. Now, an agent with something to 
sell has little more difficulty in getting a hear- 
ing than a representative with bonds or other 
securities.” 


a+ a 


NATIONAL AND THE IOWA DEPOSITS. 

Des Moines papers have had several sensa- 
tional articles regarding the deposits made by 
the National Life and Trust with the State of 
Jowa as required by the Iowa law. Some of 
the papers claim that the National Life U. 
S. A., which absorbed the company, would 
take down these deposits. Manager Starnes 
states that there is not a word of truth in 
the report that these deposits will be with- 
drawn. They are deposited according to the 
lowa law, on which the old contracts are made, 
and will remain on deposit with the State so 
long as these contracts are in force. It is 
likely that several of the ten-year bond con- 
tracts will be converted into other forms, and 
in this case the reserves will be released ac- 
cordingly and the deposits made elsewhere. 

Sad ~ 
PROVIDENT SAVINGS ALREADY IN LINE. 
President E. W. Scott of the Provident Sav- 


ings has sent to all his managers and general 
agents a copy of the letter he wrote to Vice- 
president Tarbell of the Equitable, when the 
latter informed him of the action of the three 
giants in regard to competitive literature. 
President Scott states that the Provident Sav- 
ings has never engaged in this practice since 
he was president. It has not published any 
comparative estimates and does not mention 
the name of any company in its literature. 
He, therefore, feels that no reform is needed 
in the Provident Savings, but at the same time 
he emphasizes the fact to his agents that the 
move is a good one, and that the Provident 
Savings will continue along its present course, 
which is free from competitive literature. 
Saal ~~ 
AN OPPORTUNITY FOR NEW AGENTS. 

Since the establishment of the rural free 
delivery in the United States, there have been 
employed about fifteen thousand men as car- 
riers, who daily come in contact with about 
‘wo millions of families. These men receive 
‘rom the government $600 a year, out of which 
they must defray the expenses of their horses 
nd wagons used in the postal service. As a 
lass, the men are bright, intelligent and trust- 
\orthy; average age about 30, and all are 
nder bond. The postoffice department per- 
its them to engage in other occupations so 
ng as their duties in the delivery of mails 
‘re not interfered with, and no doubt they 
irequently do favors for the people along 
their routes, and not only become acquainted 





THE WESTERN UNDERWRITER. 


with them, but are in a position to always com- 
mand their attention. If men holding these 
positions were properly approached and im 
pressed with the opportunities they have for 
materially increasing their income by acting 
as helpers to regular agents, I am satisfied they 
would be able to influence a large volume of 
business; and it would seem to me that it 
would be to the advantage of managers to 
carefully look into this matter.—Fidelity 
Mutual Bulletin. 





STARNES WILL MAKE SOME CHANGES. 


New Manager cf the National Life U. S. A. 
Busily Engaged in Reconstructing 
the Company. 

Manager P. M. Starnes, of the National Life 
U. S. A., has now become installed in his new 
work in Chicago following the absorption 
of his company, the National Life and Trust of 
Des Moines. Mr. Starnes is thoroughly re- 
organizing the National Life U. S. A. in its 
various forms of policy contracts and agency 
representation. The company goes on a 3% 
per cent reserve basis, which necessitates new 
rate books. The policy contracts will be re- 
vised and imnroved. There will be no ten-year 
bond contracts written, as was the case with 
the National Life and Trust, but Mr. Starnes 
believes in investment forms of contract where 
the life insurance feature is not so dominant. 
These, however, will not be constructed on 
the bond plan. All the managers and general 
agents of the National Life and Trust have 
signed with the National Life U. S. A. and 
with few exceptions have made contracts with 
their sub-agents. Manager G. M. Sylvester, 
of the National Life and Trust at Chicago, 
will act in a similar capacity for the National 
Life U. S. A. It is the idea of the manage- 
ment to build the National Life into a big 
western institution. 





TALK OF VICE-PRESIDENT MCKNIGHT. 


Fidelity Mutual Life Official’s Views on Agency 
Conventions and Concentration of Effort 
on Fewer Policies. 


McKnight, of the Fidelity 
Mutual Life, was visiting Chicago, and in the 
course interview the other day, ex- 
pressed his faith in the plan of the Fidelity 
in having agency conventions at state head- 
quarters. The Fidelity inaugurated this cus- 
tom by having President Fouse, Vice-Presi- 
dent McKnight, Agency Director Philpot or 
some other executive visit each general agency 
and have a convention at which papers were 
read by agents and instruction given by the 
home office people. Mr. McKnight states that 
the result has been that the agency force has 
been more solidified and the agents under- 
stand the policy of the company and its vari- 
ous contracts. 

Mr. McKnight also expressed his belief in 
the method of a general agent in not allow- 
ing his men to scatter their fire, but to con- 
centrate their energies on one or a few con- 
tracts. He illustrated his remarks by citing 
the methods used by State Agent W. A. Bright 
of Arkansas, who instructs his men on the 
phases. of a single contract and sets them to 
work on this, urging them not to pay any at- 
tention to any other form of policy. In this 
way the men get thoroughly acquainted with 
the contract in all its bearings and are not 
bewildered by the multiplicity of forms found 
in the rate book. 


Vice-President 


of an 





MAY APPOINT DIVISION SUPERINTENDENTS. 

It is understood that following the resigna- 
tion of E. R. Tillinghast, who had charge 
of the western division for the Provident 
Savings Life and the installation of E. W. 
Scott, Jr, as general superintendent of 


agents for all the United States and Canada, 








~ 
sm 


it is likely that department superintendents 
will be appointed to assist Mr. Scott. H, E 
Marshall of Chicago already has the north 
western division, and it is stated that similar 
appointments will be made to cover Canada 
and the eastern, western and 
tions. 


southern sec 





LIFE NOTES. 


The New York Life had, on May 23, $1,623, 
000,000 insurance in force. 


Harry J. Powell, Kentucky manager of the 
Equitable Life, wrote over $1,500,000 in busi- 
ness during April. 


The Illinois Life intends building up a 
metropolitan department in Chicago this fall 
At present its city force is light. 


Superintendent of Agents McCalmont, of the 
Canada Life, has been endeavoring to secure 
life insurance agents throughout Illinois. 


Mrs. Leslie Carter, the actress, has taken 
out a twenty-year endowment in the Equitable 
of New York for $50,000, on the life of her 
son, Dudley Carter. 


G. P. Welch has resigned as manager of 
the smull policy department of the Provident 
Savings Life in Chicago. He has not yet 
made a new connection. 


Henry Nulle, for a number of years assist 
ant superintendent in one of the Cincinnati 
offices of the Prudential, has moved to Colum 
bus, and again gone with the company as an 
agent. 


L. T. Besser, an agent of the Equitable Life 
of New York at Columbus, Ohio, has been ar 
rested by Manager L. I. Morse, charged with 
failing to turn in a premium of $34.16, which 
it is alleged he collected. 


Howard M. Atkinson of Wabash, 


Ind., is 
one of the few 


men of Indiana insured for 
over $100,000. He carries $114,000 in five 
companies, part on the endowment plan. His 


premiums amount to between $6,000 and $7,000 
annually. The largest single risk is $40,000 


Indiana Insurance Department to the Ameri 
can Guaranty Company, Chicago: “It's your 
move.” An amicable understanding has been 
reached by the above-named institutions. The 
latter desires to continue to do business in the 
Hoosier State and the former 
can be done. 


shows how it 


J. D. Smith and George M. Lee, who have 
been special agents in the office of Reeve & 
Thorsen, managers of the Prudential at Chi 
cago, have been made associate managers of 
the agency. D. A. Stoker has been appointed 
superintendent of agents for the Reeve & 
Thorsen office 

Indianapolis Democrats were buoyed up 
with the expectancy that Andrew M. Sweeney, 
president of the State Life, would become their 
candidate for mayor. Mr. Sweeney, after 
many nice things had been published in the 
newspapers about him, declined reluctantly be 
cause the sacrifice of his business interests 
would be too great. 


The three leading agencies of the Hartford 
Life are Manager Pattison of Dallas, Texas, 
who writes a large business in that State, Red 
wine and Brewster of Indianapolis, who have 
made a great record in Indiana since they 
went from Chicago, and Manager H. B. John 
ston, who has the Chicago agency. These are 
all splendid men and thoroughly loyal to 
the Hartford. 


The Equitable Trust Company of Pittsburg, 
administrator of the estate of W. G. Foster, 
won a suit in the Federal Court, Indianapolis, 
for $5,000, against the Old Wayne Mutual 
Life Association. It was shown that 70 per 
cent of the association’s assessments were used 
as a mortuary fund, and it was claimed by the 
defendant that at the time of the death of 
Mr. Foster the fund was only large enough 
to pay $1,843 on the policy, which sum was 
tendered and refused. 

“A combination that constitutes a popular 
trust—a policy of Life Insurance issued for 
the benefit of a family. No outcries are heard 
against it.” 





“Life abounds with problems, none more 
easily solved, however, than the question of 
how and when concerning Life Insurance, 
Take it, of course, and now!” 
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TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


‘ge se se Educational and Semi-Technical Features Discussed. < ~c ‘¢ 








VERY once in a while someone tries 
1) to work ont an old line company on 
9) a fraternal basis. So far no plan 
has been that has proven 
The Fellowship of Solidarity is 


evolved 
successful. 
the nearest approach to a fraternal institution 
with adequate rates, and yet this has not been 
fully tested, and it is a question what its fu- 
ture will be. 

The main difficulty in getting such institu- 
tions started is the belief on the part of the 
public that they are operated solely for busi- 
ness reasons and for the benefit of the pro- 
moters, and that the fraternal idea is merely 
business toward the insur- 
In case of the out-and-out 
fraternals the feature is the dominant 
one. There is no one here who will derive 
any particular benefit from the insurance de- 
partment and its control resis largely with the 


a ruse to throw 
ance department. 


s¢ cial 


membership. 

The gathering together of people, the social 
meetings, lodge meetings, the excursions for 
pleasure, the conventions and everything of 
this kind afford entertainment to the mem- 
bership. The insurance feature is regarded 
as a side issue, operated solely for the benefit 
of the membership. 

- & 


of people who belong to 
fraternal attracted to 
“cheap” insurance. They are usually people 
of moderate means to whom the payment of a 
premium on an old-line basis is a serious mat- 
ter. They do not believe they can afford it 
and the cost is too great. They do not under- 
stand, to any great extent, the princi- 
ples of insurance, Lut they have seen their 
fraternal order pay death and sick benefits. 
They have had their brother members ad- 
minister to them during a period of illness, or 
they have sat in the death chamber and have 
actually known the benefits that have come to 
their neighbors from the insurance department 
of their order. Thev take but little thought of 
the underlying principle on which this insur- 
ance is based. They have not sufficient knowl- 
edge of the fundaments of life insurance to 
gauge the future. To them all insurance is 
alike, some costing considerably more than 
that given by the fraternal. It is such in- 
surance as they can afford. Their neighbors 
and friends belong to the order and carry 
policies. The different assessments are the 
common talk at gatherings, and altogether 
the scheme is one that appeals to the minds of 
the great masses who belong to these fraternal 
organizations. Every once in a while they 
may hear of an order that has failed, but it 
is charged to mismanagement, which, of 
course, they think will never be the case with 
their own. ‘The difference in cost between a 
fraternal policy and one on the old-line basis 
is very considerable. It is sufficient to attract 
a man to the fraternal. That the membership 
does not believe in high rates is proved by the 
contest that is now waging in the Modern 
Woodmen. This great organization has ar- 
rived at a point where something will have 
to be done, and yet it is probable that the 
great majority of its members do not realize 
that any change is necessary. 


+ + 


Many men have attempted to devise a 
scheme of life insurance, carrying with it the 
fraternal idea and atmosphere, and yet having 
the rates on a legal reserve old-line basis. 
The great obstacle, as heretofore pointed ont, 
is the fact that the initiative comes from the 
promoter. His sole idea is to get the life in- 


The great army 


societies 1S so-called 


surance machinery in operation, and around it 








he attempts to build a fraternal order. People 
seem to think that in joining the order they 
are merely assisting a man in building up a 
life insurance company. The insurance feat- 
ure is the main point in the social phases of 
the organization. The cost is higher than the 
usual fraternal rate, and therefore people are 
not drawn to it. They figure that they might 
as well get the lowest priced policy in a regu- 
la old-line company, pay their money, be sure 
of getting in a sound institution and pay their 
fees to their own fraternal which they know 
is not organized for business reasons. 


One of the great problems for life insurance 
philanthropists will be to work out some plan 
whereby the great masses cf people now in- 
sured in fraternals can get life insurance on 
a basis that will not be too costly and yet will 
afford adequate protection. The great ma- 
jority of people want to pay just the cost 
of insurance without any superfluous and 
fancy trimmings. They desire a company that 
will get the cost of insurance at a figure that 
will attract and yet be safe. They care not 
for dividends, or building up a large surplus, 
or for dissipating the funds in a mad rush 
for new business, or for large salaries, or 
expensive office buildings and matters of that 
kind. No company has yet come to the res- 





GO PROSPECTING. 


If you go prospecting before you go in- 
suring, you will not only save your time 
—and every moment of your time has 2 
money value to vou—and obtain a knowl- 
edge of your prospective’s business stand- 
ing, his habits, ete., but you will be en- 
abled to determine in advance not only the 
plan upon which he would be accepted by 
the company, but the kind of a policy he 
should select. Then, after you have your 
proposition ‘formulated and are ready to 
present it as a business proposition, you 
will easily obtain an interview, and your 
chances of securing the business will be 
increased a hundred fold. Present the dis- 
tinctive features of your policy in a prac- 
tical way. Do not weight it with any side 
issues. Make every point tell—Fidelity 
Mutual Bulletin. 











cue and offered a satisfactory substitute for 
fraternal insurance. The difference in rate 
between the so-called insurance companies on 
a fraternal basis and the regular old-line com- 
panies is not sufficient to draw the policy- 
holder. The cost between the: fraternal orders 
and the companies on a fraternal basis seems 
yet too great to act as a magnet. 
+ + 

The monthly-payment companies have en- 
deavored to get the cost of insurance down 
to a point where they can appeal to fraternal 
members, but no company has yet solved the 
problem of successful monthly payment op- 
eration. It has been tried, and just as often 
abandoned. This feature of life insurance is 
an important one for the people that really 
need protection, and those which insure in 
fraternal orders. 

A year or so ago, Mr. Clague of Oak Park, 
Ill., one of the Northwestern Mutual agents, 
started to organize a company on a fraternal 
basis, not having agents, but allowing chap- 
ters to work up the business. The scheme, 
however, was set aside. 

If an old-line company attempted to secure 
business through chapters by allowing the 
commissions to revert to the membership, in- 
surance departments would probably deem it 
a violation of the anti-rebate law and class 
it on the same plane as the “local board” or 
“special contract’ scheme, 








PRESIDENT JAMES W. ALEXANDER— 
AN APPRECIATION OF HIS LIFE. 


Some names are peculiarly associated with 
certain plates. When the place is mentioned 
the thought at once reverts to the name ot a 
particular family. 
gone and 


Generations have come and 
binds the name 
Some families run out, so 


each generation 
closer to the place. 
far as a place is concerned, in a generation or 
so, while other families part of the 
history of a city, town or State, for generation 
after generation. When Boston is mentioned 
the name of Adams seems to rise before one’s 
mind as a very part of the life of that sturdy 
New England town. In each generation some- 
one of the name has given added distinction 
to the chief city of the Old Bay State. 

Boston is not alone, however; there are other 
cities and other States which stand for some- 
thing distinctive in American life. If 
Boston stands for the Puritan, then Princeton 
stands for the Presbyterian, and it would be 
hard at times to tell which has exerted the 
widest influence upon our national life. Many 
of America’s distinguished sons have gone out 
of old Nassau, and it is probable that in no, 
period of our entire history has the Princeton 
influence upon our national life been so pro- 
nounced as it is at present 


make a 


our 


Among the names 
which seem part and parcel of Princeton, that 
of Alexander holds a large place. Pastor, 
professor and man of business; in all these 
walks the name is widely and honorably known. 
And _ ever Doctor Alexander removed 
from Philadelphia to Princeton, the family 
has had much to do with the growth and de 
velopment of New Jersey's great university. 

It is a great thing in life to have an ancestry 
which has stood for something; to have been 
born of men who have done things. It is not 
all, however, for a distinguished family must 
have distinguished sons if its rank is to be 
maintained. Every now and again some man 
comes to the front, and we know not and 
care not who his father was, for he by his own 
acts has given honor to the name he bears, 
but the man who has the prestige of dis- 
tinguished ancestors enters life with a larger 
vantage than he who has not. On the other 
hand, he also bears a larger responsibility, for 
he stands not alone for himself, but for those 
who have gone before. 


+ + 


James W. Alexander, president of the Equit- 
able Life, fulfills the requirements both of 
accomplishments and of worthily representing 
a distinguished family. Few families, if any, 
have had so much to do with Princeton in so 
many generations as the Alexander family, 
and for ability, polish, clear sightedness and 
an all-around man of affairs, the president of 
the Equitable is the equal of any of his kins 
people. To be sure, his gifts have been de- 


GENERAL AGENTS. 


The SECURITY MUTUAL LIFE has a 
little territory left in Ohio which it will 
contract toa reliable General Agent. The 
contract is direct with the company, and is 


a valuable one to a man who can produce 


since 
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WM. BOSWELL, Agency Director, 
CINCINNATI. 
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voted to business instead of theology; to the 
training of agents instead of ministers; to the 
care of policyholders instead of the care of a 
congregation, but he has done as well his part 
as the others did theirs. He has made and is 
making his mark upon life insurance as dis- 
tinctively as did his father upon religious and 
educational life. 

It was very natural for him to give over the 
law for life insurance, as his uncle, William C. 
Alexander, was the first president of the 
Equitable. The company was young when he 
became secretary, and so he has had to do with 
the development of the company during all the 
years while it has been making its wonderful 
growth. An able lieutenant of an able chief, 
he has admirably carried forward the work 
since that chief laid it down. Suave, courtly, 
clear-headed, keeping straight toward his ob- 
ject, James W. Alexander has been a power at 
all times since he became a part of American 
life insurance. 


+ + 


The daily grind of business has not dwarfed 
President Alexander as it does some men. 
rhe university desires its students to grow 
and become larger, broader and better edu- 
cated men as the years go by; to keep in touch 
with the life of their day; to maintain a fresh- 
ness of interest in what is making for progress. 
The subject of this sketch measures up well 
by this standard. He has kept in touch with 
his university, being at the present time a trus- 


tee and for several years president of the 
Princeton club of New York. He is a trustee 
of the college. That he has kept a_ still 


hroader outlook is evidenced by the fact that 
he was president for several years of the Uni- 
versity Club of New York. That he possessed 
initiative and is not simply a follower after, is 
shown by the position the Equitable has taken 
in regard to life insurance work since he has 
heen president. He has thought out and put 
into operation new plans in agency manage- 
ment, tried new methods of compensating busi- 
ness getters, has kept up under slightly dif- 
ferent forms the same push and energy -as 
characterized the Equitable under the adminis- 
tration of Henry B. Hyde. 

He is surrounded by a corps of brainy 
lieutenants, each in his own department capa- 
ble of carrying forward to successful comple- 
tion his share of the work. We are not writ- 
ing now a history of the Equitable, simply a 
sketch of the man at its head. These strong 
men in charge of the various departments, 
with the chief at the head, watching his plans 
is they materalize in the finished product 
which comes from the life insurance loom, are 
influential factors in life insurance. It is al- 
ways to be borne in mind in the consideration 
of a great life insurance company that after 
company passes a certain point there must 
he a division of responsibility. The head of 
the company cannot give personal attention 
‘0 details as can the head of a smaller com- 
pany. There must be, therefore, other men 
upon whom the head of the company can 
hsolutely depend, who will take his plans and 
ork them out, and the president’s skill ana 
ility is to be found in keeping these various 
partments so working that each will con- 
\ribute its proper share in its proper time. 

ut do not see the president in all the detail 

rk, but you feel his presence. You realize 
spirit of his guidance. You know that in 
last analysis it is the head of the company 

t is responsible, though there may be and 

ist be many hands to do the work. 


+ 
is such a task that James W. Alexander 


to perform day by day, year by year. He 
to keep in touch with the great Equitable 


mschinery, to see that there are no hot boxes, 
to use a railroad phrase, to see that there is 
no congestion of freight at some point while 
some other point suffers. He has to know of 
meny things and yet he cannot do all of any- 
thing 


g. He has to know men and largely that 





knowledge is as to how they can handle still 
other men. This is the task of a chief and it 
is this work that President Alexander is doing 
so effectively to-day. 

+ +f 

He possesses that quality of foresight so 
essential to the smooth and effective working 
of all the parts. He does nox seem to and 
we believe does not seek the public eye except 
that the Equitable may be in the foreground. 
It is difficult for some men to be willing to 
lose for a time the honor that comes to them 
through successful work that the public may 
see what has been built rather than the build- 
ers, knowing as the days go by that the struc- 
ture shall be all the honor the architect can 
desire. 

+ + 

Mr. Alexander has clearly defined views. 
He expresses them forcefully and his papers, 
you night call them state papers of life insur- 
ance, read and delivered on notable occasions 
show thorough grasp of life insurance, its rela- 
tion to the business world, the relation of its 
constituent parts to itself as an entity and a 
clear idea as to what he believes the public 
desires of a life insurance company. These 
views do not meet with complete approval 
from all the life insurance men, but the force 
and clearness with which Mr. Alexander pre- 
sents them secures for them a hearing. It 
may be.said here that when life insurance 
reaches the point that all men in it shall look 
at things from the same standpoint, the period 
of decadence will not be far removed. As the 
student stands in the shadow of Alexander 
Hall at Princeton and is proud of his alma 
mater and what its sons have accomplished he 
should remember that that building, though 
erected in honor of those who wrought loyally 
for old Nassau, also stands for what one of 
its sons has accomplished in the broad world 
of business. 

ss Ss & 
PROPER INSURANCE LIMIT. 

The question of how much life insurance a 
man of modest income should carry has often 
been discussed. Over-insurance is certainly 
an embarrassing condition, but the common 
situation is that men possess less than they can 
really afford if so disposed. 

In considering this subject recently a gentle- 
man who is well informed upon such matters 
mentioned that the laws of Great Britain pro- 
vide that a man may use one-sixth of his tn- 
come for the purpose of paying premiums on 
insurance policies, and that such an amount 
when so used shall be exempt from the income 
tax. This recognition of the duty of citizens 
to provide protection for their families places 
insurance on a higher plane in the everyday 
thought of individuals, and establishes a rea- 
sonable limit upon the amount that should be 
carried. 

Probably few men on moderate salaries in- 
vest as large a proportion as one-sixth of what 
they receive in life insurance, but certainly it 
would enhance the general welfare of many 
families if they could be persuaded to devote 
such an amount to the purchase of protection. 
Figures would readily convince that even by 
this process the money that would go to a 
widow to invest would be insufficient to pro- 
duce an income commensurate with the present 
manner of living of that particular family, 
though if it could become the practice to use 
that much of a man’s earnings to buy pro- 
tection, general conditions would be greatly 
improved.—Union Mutual. 


New England Mutual Life Insnrance Co. 
BOSTON, MASS. 
ASSETS, $32,721,633. SURPLUS, $3.470,491. 


Splendid territory now open. New policies and 
low premium rates. For agency contracts address 


H. F. McNUTT, Gen. Agt., 
407-408 New EnglandBidg., CLEVELAND, OHIO 








BANKING ALLIANCES OF 
THE THREE BIG COMPANIES. 


Whether or not there is much real informa 





tion in the following article, it suggests possi 
bilities. It has appeared in several daily pa 
pers, and while the imagination of the writer 
has been given free fancy, it shows the bank 
ing alliances of the three big companies. The 
article is as follows: 

“That the community of interest principle 
should at last be applied to the insurance busi 
ness was inevitable. The only wonder is that 
there should not have been actual consolida- 
tions, the same as have taken place among 
the banks and the railroad and industrial com 
panies. The insurance companies have suf 
fered in a degree from excessive competition 
This has not, indeed, resulted in any financial 
disaster, but it has increased the expenses of 
operation and thus raised the cost of insur- 
ance. The announcement that the Mutual, 
Equitable and New York Life insurance com 
panies have decided to regulate their com 
petition to the extent, at least, of stopping 
contests between canvassers and unlimited 
advertising is one of larger significance than 
appears on the surfacé. It means practically 
that these three great concerns, whose assets 
aggregate more than $1,000,000,000, have estab- 
lished a sort*of community of interest, and that 
their extensive business will be controlled with 
a view of reducing to a minimum the wastes 
of competition. 

The significance of this movement lies not 
so much, however, in the possible benefits 
which will be derived by policyholders as in 
the increased financial power of the allied in- 
surance companies. For these three companies, 
brought thus into more intimate relations, are 
themselves in no small measure allied to pow 
erful banking interests. They are among the 
largest holders of investment securities, their 
aggregate investments of stocks and bonds 
amounting to more than $631,000,000 They 
are among the largest depositors in the banks 
and trust companies, their aggregate deposits 
amounting to more than $64,000,000. They 
are large lenders of money, their aggregate 
loans on securities amounting to more than 
$32,000,000 and on real estate and insurance 
policies to more than $228,000,000. ‘They are 
great owners of real estate, their investments in 
real property amounting to nearly $83,000,000. 
Thus the insurance companies are mighty fac 
tors in the financial world, touching the money, 
stock and real estate markets at almost every 
possible point of contact. 

“But, as has been said, these insurance com 
panies are themselves in close alliance with 
certain prominent banks and trust com 
panies. For instance, the Equitable is com- 
monly classed with the Western National 
Bank, the Mercantile Trust Company and the 
Equitable Trust Company; the Mutual is com 
monly clssed with the Bank of Commerce, the 
Morton Trust Company, the Guaranty Trust 
Company, the Fifth Avenue Trust Company 
and the United States Mortgage and Trust 
Company. Both groups should properly be 
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classed together and the projected consolida- 
tion of the Western National Bank and the 
Bank of Commerce wi!! be a visible link bind- 
ing them in one powerful chain. 

“But this community of interests can be 
carried one step farther, for it is seen that 
these great collections of financial institutions 
are closely related to several of the leading 
private bankers, and in a special sense they 
may be said to be attached to the J. Pierpont 
Morgan division of Wall street. Mr. Morgan 
is vice-president of the Bank of Commerce 
and a director of the First National Bank, and 
his partner, Mr. Perkins, is vice-president of 
the New York. Life Insurance Company. 
Other great interests are represented in all of 
of these chains of banks and insurance and 
trust companies, but without any desire to 
magnify the admitted great power of Mr. Mor- 
gan or to stretch the community of interest 
idea to extreme limits, so as to cover too large 
a territory, it is probably reasonable to say 
that “the Morgan influence” extends directly 
and indirectly, in a large degree, over the fol- 
lowing collection of financial institutions: 

Group 1— 
Bank of Commerce ............ $114,818,255 
Mutual Life Insurance ............ 382,432,681 


Morton Trust Company ........... 58,950,479 
Guaranty Trust Company 547 5 


Resources. 





Fifth Avenue Trust Company....... 15,597,193 
U. 8S. Mortgage & Trust Company... 32,117,290 
Group 2— 
Western National Bank .......... 63,395,548 
Equitable Life Insurance .......... 359,395,537 
Mercantile Trust Company......... 62,616,065 
Equitable Trust Company ......... 32,979,036 
Group 3— 
a are 123,822,184 
Chase National Bank ............. 59,253,031 
Liberty National Bank ............ 12,089,022 
Astor National Bank ............. 5,965,188 
Manhattan Trust Company ........ 17,076,244 
Unclassified — 
N. Y. Life Insurance Company...... 322,940,900 
American Exchange Bank ......... 51,281,975 
OT 054 Koeln par Reig haar eae ad Oe $1,751,678,073 
se bs J 


WATCH A GREAT SYSTEM. 

Every year the managers and agency direct- 
ors of the New York Life from various parts 
of the country are assembled in the East to 
receive instructions, to he enthused and have 
their allotments placed for the new year. This 
year there was a three days’ session at Lake- 
woed, N. J. All the officers are present part 
of the time as advisers and exhorters. The 


report for the previous year is given and the 


work for the new year is laid out. The mark 
is set as to new business and each man who 
has a_ force of agents is given his allotment. 
These allotments are discussed with the vari- 
ous men. The company counts on a certain 
amount of business and holds each man re- 
sponsible for his share. 

This assemblage is really a very important 
one and shows the great system of the New 
York Life. At the last meeting several men 
from other great corporations following a dif- 
ferent line of business were present to obsetve 
the plan the New York Life follows in hand- 
ling its managing agents. They were there all 
of the time and studied minutely the methods 
that prevailed and the efforts that were put 
forth to arouse each man to action. These offi- 
cers of other corporations desired to ingraft 
some of the principles into their own system. 
One of the most interested observers was Har- 
old McCormick of Chicago, an official of the 
harvesting machine trust. 
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APPLICANT AND HIS HEALTH. 

Actuary B. J. Miller, of the Mutual Bene- 
fit, answered the following question regarding 
the delivery of a policy: 

Question.—“Should an applicant be re- 
quired to warrant that he is in good health, 
before a policy is delivered to him?” 

Answer.—“It is the practice of some com- 
panies to put a clause in their policies that 
‘this policy will not go into effect until the 
first year’s premium has been paid during the 
good health of the insured.’ It seems to me 
that is not a fair clause. A man is examined 
to-day and he navs for the policy a month 
hence. He is obliged to give a warranty to 
the effect that he is in good health at that 
time. He may not know he is in bad health 





and yet may be sick. He may have de- 
veloped some trouble which may run a rapid 
course and which may kill him. While there 
is no great danger of having his policy dis- 
puted, it is not satisfactory to have to make 
a warranty that may defeat the policy. 

“T think, among little points, that our policy 
in not requiring him to make a warranty of 
that kind should have some weight. An 
agent is supposed not to deliver a policy to a 
man if he is not in good health. We do not 
make a man warrant he is in good health, but 
shift the responsibility from the man to’ the 


agent.” a 
LIFE INSURANCE FIGURES 
ON BUSINESS IN ILLINOIS. 


Illinois is one of the greatest life insurance 
States in the Union, owing to the extent of its 
resources and the fact that it contains the 
second largest city in the Union. Some of 
the companies’ writings in the State are of 
interest, showing what institutions are push- 
ing ahead, what ones are keeping about on the 
same plane or decreasing. The following are 
the companies writing $2,000,0c0 and over an- 
nually, arranged according to rank: 

New York Life, $25,680,800. 

Mutual Life of New York, $13,802,084. 

Equitable Life. New York, $0,454,203. 

Metropolitan, $8,528.640. 

Prudential, $8,087,663. 

Northwestern Mutual Life, $6,665,600. 

Provident Savings Life, $4,052,327. 

Union Central Life, $4,222,481. 

National Life U. S. A., $3.817.875. 

Penn Mutual Life. $2,700,833. 

Mutual Benefit Life, $2,610,555. 

Franklin Life of Springfield, $2,505,388. 

Etna Life, $2.503,562. 

Federal Life, $2.140,050. 

John Hancock Mutual T.ife, $2,055,600. 

Massachusetts Mutual. $2,009,378. 

This list does not include industrial insur- 
ance, and is taken from the Investigator life 
insurance chart, which is just published. 

Perhaps the most interesting gain last year 
was that of the Equitable, which more than 
doubled its business, gaining $5,450,000 over 
toot. This shows that there is considerable 
more life in the Equitable agency force in TIli- 
nois than there has heen for some time. Dur- 
ing 1899 it wrote over $10,000,000 of business, 
but the two following vears it fell off very 
materially. The New York Life shows a gain 
of $5,600,000 in the State, and is the leader by 
several millions. The Mutual keeps along at 
the same pace, although it has made consid- 
erable gains during too1 and 1902. The Metro- 
politan, in its ordinary branch, made a gain of 
$1,000,000 over 1¢0T, although it wrote $8,126,- 
000 in 1900. The Prudential has heen showing 
great progress in Illinois during the last two 
years. It gained $2,000,000 in to02 and about 
$1.300,000 over 1901. The Prudential and 
Metropolitan now write abont the same 
amount of new business in Tllinceis. The Provi- 
dent Savings is making steady gains in the 
State and has increased about $2,000,000 since 
1899. The Northwestern Mutual is good for 
$6,500,000, although it fell off $700,000 last 
year, it reaching the high water mark in 1901, 
when it wrote $7,350.000. The Franklin Life. 
being a home companv. does a nice Business 
in the State, but has fallen off quite consider- 
able over 1900. In 1809 it wrote about $4,000,- 
000, and it increased this nearly $200,000 the 
following year. Last year it wrote $2,500.000. 





It shows, however, a good gain of insurance in | 


force. Another home company, the Federal. 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 
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gained $1,000,000 last year over 1901. The 
Illinois Life wrote its largest business during 
1901, when it produced $3,600,000. Last year 
it wrote $1,698,000. The company, however, 
has ceased high pressure business and what it 
is writing now is of a much better quality than 
formerly. The National Life U. S. A., another 
home company, gained $1,600,000 last year. 
Its insurance in force gained about the same 
proportion. 

The Penn Mutual keeps along at about the 
same gain, although it has made about $1,- 
000,000 gain since 1899. ‘The A®tna Life is 
good for about $2,500,000 in I!linois. It wrote 
its largest business in 1900, when it changed 
its rates, thus pushing up its figure to $3,700,- 
000. The Germania seems to be dwindling 
down in Illinois to rather small proportions. 
It is clipping off about $100,000 a year in its 
writing capacity, producing last year $102,000 
The John Hancock is good for $2,000,000 on 
an average in Illinois. The Massachusetts 
Mutual keeps about the same pace with the 
John Hancock. The Mutual Benefit trots in 
the $2,500,000 class, although it reached $3,- 
300,000 during 1899. That was the time, how- 
ever, when it changed its rates and thus close/ 
a large amount of business on the old basis. 
The National of Vermont has gone from $1,- 
000,000 in 18g9 to $552,000 last year. The New 
England Mutual is good for $1,100,000 every 
year. The Royal Union Mutual produced 
$1,500,000 in 1899, and now writes something 
over $600,000. The Security Mutual stopped 
high pressure business, writing over $1,000,000 
in 1900 and last year wrote $573,000. The 
State Mutual wrote almost $2,000,000 last year 
The Travelers is a company that will now be- 
gin to show gains in the State, it writing $800, 
ooo last year. The Union Central writes about 
$4,300,000, it being one of the companies hav- 
ing a very nice business in Illinois. The 
United States Life went from $1,000,000 to 
$500,000. The Washington also is on the de 
cline, as far as new business is concerned in 
Illinois, it writing about half as much now 
as it did in 1899. The Michigan Mutual writes 
about $1,200,000, it having $5,000,000 in force 
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NEW PRODUCING SCHEME. 

A Chicago life insurance man is endeavoring 
to work up a new scheme for securing busi 
ness. He desires to get two hundred and fifty 
men who will take out $1,000 in a company anid 
pay the full premium for it. The concern will 
be incorporated and each man entering it 
pledges himself to assist the agent in securing 
$5,000 additional. He will receive dividends 
at the end of the year on the stock that he 
holds. It is not expected that he will do any 
soliciting, but simply act as a helper to the 
agent. 
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To talk of getting insured sometime may 
mean no time. A man who won’t change 
sometime and no time to this time ought to 


WANTED. 
District Managers. 


Men and women to act in the 
capacity of district managers or 
resident general agents in Ohio. 





MEDICAL EXAMINERS 
ALSO WANTED. 


Liberal Contracts and Choice Territory. 


Previous experience in life insurarce 
not necessary. 
ADDRESS 
DR. F. G. CROSS, President, 
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STRENGTH 1S MEASURED BY 
THE WEAKEST POINT. 


Says a promient general agent: “A company 
cannot make a contract that is any better than 
the company itself.” The speaker is a man 
of long experience, both home office and field, 
a thorough student of the business and pos- 
sessed of such good judgment that his ad- 
vice is frequently sought by agents. “Now,” 
said he, “let me _ illustrate that statement. 
Some years ago a man holding a good posi- 
tion in a general agency of a first-class com- 
pany came to me for advice as to accepting 
a similar position at the home office of an- 
other companv. with which I was not familiar. 
First, we went over the agency contract of- 
fered him. It was a beauty—the finest one of 
the kind I ever saw. Then I suggested that 
we look over its policy contract. That was a 
beauty, too; clear, brief. liberal, in every way 
apparently as good as it could be made. ‘Now,’ 
said I, ‘let’s look at the company’s financial 
condition.” We went into the matter care- 
fully, and when we were done I said to him, 
‘I advise you to stay where you are. If that 
company would offer me a hundred per cent 
commission and pay my office rent, clerk hire 
and traveling expenses, I would not go with 
it. It is not in gcod condition and will come 
to grief.” He thought I was prejudiced and 
accepted the contract. In two or three years 
trouble came, and soon afterward the com- 
pany was wound up.” 


2% ss 
COMPANY LITERATURE AND 
ITS POSSIBLE USEFULNESS. 


Some months ago at a meeting of Fidelity 
Mutual agents, the question of the use of com- 
pany literature was discussed. The consensus 
of opinion of the most experienced agents 
was that company literature is of very little 
value in getting business, and that opinion is 
shared by a very large number of men who 
have been long in the field. To a new agent 
full of unchilled enthusiasm, the stacks of 
leaflets and booklets in the office appear con- 
vincing. He is sometimes led into the error 
of thinking that after a little talk by him 
they will put the prospect in shape to sign 
an application at the second interview. The 
chances are that the prospect will never read 
the literature, and that if he does he will not 
understand it. 

A field man of many years’ experience, speak- 
ing of the matter, said: ““When I started out 
as an agent I considered it necessary to carry 
a large pocketbook full of literature. I was 
just looking over my old kit the other day, 
and it made me smile. At last I concluded 
that what I was aiming to do was to sell a 
man a policy—a piece of paper. ‘Why not, 
then, thought I, ‘take the goods and show 
them to him.’ I discarded the kit and thence- 
forth made out a sample policy like the one 
| desired to sell him and went and presented 
it to him. I found that method much more 
effective.” 

Another agent who sells a great many large 
policies pursues the same course. He learns 
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Life Insurance Co., of Springfield, Ill. 
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INVESTIGATE. 


Address W. F. WORKMAN, 
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the prospect’s age, if no more, at one inter- 
view. Knowing his circumstances, through 
general report, he makes out a sample policy 


of the kind and for the amount he thinks he | 


ought to have. He then proceeds to sell that 
particular policy. He can state clearly the 
amount the prospect will have to pay the com- 
pany, the amount he can borrow at any time 
on the policy, the amount of paid-up insur- 
ance he can get, and the final settlement as 
a matured endowment, a bond, or a claim. 
The only uncertain feature in the whole trans- 
action is the dividends. Most men can grasp 
the concrete better than the abstract, and an 
agent can talk a particular policy much more 
effectively than a class of policies. Company 
literature is all right where its object is to 
interest a man in insurance as a general propo- 
sition, but comparative ratios, explanations of 
different policies, etc., will not, as a rule, go 
far toward selling business. 
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AGENTS WORKING TOWARD 
SOME DEFINITE RESULT. 


There are many men who are more effective 
in team work than when working individually. 
Companies that are driving for business fully 
appreciate this and take the utmost advantage 


of it. They arrange contests of various char- 
acters, have special weeks or months, make 
allotments of business to be written. Some- 


times there is a bonus or a prize of some sort 
offered as an incentive to work, but that is 
not really so important in producing the de- 
sired results as the sentiment engendered. Men 
will put forth extra efforts to fill an allotment, 
to uphoiu the honor of an office or to make 
a particular week a record-breaker when their 
actual pecuniary reward is no greater than 
it would be if they wrote the same amount 
of business at any other time. It requires 
more steadfastness of purpose for a man to set 
his own allotment and then strive to fill it 
without the impetus that comes of united effort 
on the part of many; but the agents of some 
companies must do this if they would have 
a definite goal toward which to strive, for 
some of the best companies seek to 
arouse enthusiasm by artificial means. Every- 
body admits than one can accomplish more 
if he works toward a definite end than if he 
merely strives to do generally good work. 
The writer knows two agents of large expe- 
rience who have this year set allotments for 
themselves. One aims to write fifty tens, the 
other has set his mark at twelve fifties. Neither 
of them may fill his allotment, but there is 
little doubt that they will write more business 
than they would without the allotments. Each 
will pick out a list of men and go after them 
systematically. Every effort will be made to 
raise to his mark every application that ap- 
pears likely to fall a little below it. They will 
cut out much desultory canvassing they would 


never 


otherwise do and every blow will be made 
to tell as far as possible. 
& & & 


Don’t be curt with the life insurance agent. 
He is a better friend to your family than you 
are, if you have been refusing to buy life 
insurance for its protection. 





HAS AN ESTABLISHED VALUE 


Any investment purchased is subject to 
more fluctuations of values than life in- 
surance. The fact that a policy has a 
precise and definite worth is not always 
wholly appreciated—that it is entirely un- 
influenced by changes in the money and 
stock markets. It stands on a _ broad 
basis all its own, and the complete value 
in cash is sure to be paid the moment it 


becomes a claim, provided always that 
premiums are regularly paid.—Union 
Mutual. 











SOME OF THE BENEFITS 





OF AN INSTALMENT POLICY, 


Some students of the business are of the 
opinion that on the whole the innovations in 
policy forms in the past twenty years are not 
Be that 
as it may, there is one change that nearly, or 


any cause for much congratulation. 


quite, every life underwriter approves of, and 
that is the introduction of the instalment op 
tion in most policies. A short time ago a man 
ager remarked to a couple of men as a 
well-dressed, prosperous-looking woman leit 
his office, “There is an example of the beauty 
of instalment insurance. That woman’s husband 
died ten years ago, leaving her a 25-instal- 
ment policy for $50,000. On the Ist of Decem- 
ber every year she receives a draft for $2,000 
Before the last instalment is paid her children 
will be educated and off her hands, and she is 
now making investments that will provide for 
her even to an old age. If she had received 
the whole $50,000 in 1892 the chances are 
seven out of ten or eleven she would have lost 
it all in the panic of ’93.” 

Apropos of the same subject a general agent 
recently cited a peculiar incident. A doctor 
connected with a life insurance company 
boarded with a family who were members of a 
religious denomination that is opposed to life 
insurance. In time he converted the head of 
the house, a man upwards of fifty years old. 
This man, being somewhat ashamed of chang 
ing his opinion, went to another company than 
that represented by the doctor and purchased 
an annuity for $1,800, the first annual payment 
to be made ten years after the annuity was 
written. The agent then pointed out to him 
that he might die in less than ten years and 
thus lose his $1,800, and induced him to take 
a life insurance policy for $5,000. Three years 


later he died, and the now worthless annuity 
and valuable policy were found among his 
papers. The doctor, having made nothing out 


of his labors in converting the deceased, took 
up the subject of insurance with the widow 
She was in good circumstances but had numer 
ous poor relatives who were likely to annoy 
her with attempts to borrow the $5,000. She 
promptly took a single-payment life policy for 
$5,000, paying $2,800 for it, and allowing the 
report to get out that she had invested in in 
surance the money received on her husband's 
policy. While this was doubtless wise on her 
part, it went to show how easy it sometimes 
is to induce a woman to part with money she 
has received from an insurance company and 
also the annoyance and likelihood of loss that 
the receipt of a large sum of money in one pay 
ment is likely to cause a woman. 


2 st 
ARGUMENT IS SET FORTH 
FOR DEFERRED DIVIDENDS. 


One of the companies in 
method of tontine and defending 
it, claims that a deferred dividend is the only 
just one to all concerned. The 
that life applicants are not 
all alike from a physical standpoint. Many 
are below the average or have some hereditary 
taint. All companies accept risks that are not 
perfect, and yet not bad enough to be declined. 
This company claims if risks could be classi 
fied according to health impairment so that 
each risk would only contribute to pay losses 
on persons who are as healthy 
justice could be done to all. 

Even if such an exact classification could 
be made, it would not be long before it would 
be incorrect, as the equal degree of health 
would not be long maintained. Then, again 
a risk may seem impaired and yet in the long 
run be as tenacious as the best. 

The contention is, therefore, that according 
to the deferred dividend sytsem those per 
sons of superior vitality automatically receive 
the dividends to which they are entitled on ac 
count of their longevity. The plea is further 
made that those of lesser vitality, if they die 
soon, leave their estates with a fine investment 
compared with the premiums paid, and it is 
only proper that those who pay the longest and 
contribute the most should be the persons to 
receive the benefits, 
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assertion is 


made insurance 
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VALUE OF COMPANY INSPECTIONS 
I$ OFTEN UNDERESTIMATED. 


Very frequently life men criticise their com- 
panies for turning down risks that pass physi- 
cal muster all right and seem good risks in 
every particular. A life insurance manager 
the other day stated that he had worked up 
a $50,000 case that he thought was perfect in 
every particular. The company had a strin- 
gent inspection made on a policy so large and 
the case was rejected. The manager was in- 
clined to be very dissatisfied. It now turns 
out that the man had gone into bankruptcy 


and is critically ill, due to worry over his | 


financial affairs. It turned out that the in- 
spector found out the man’s financial condi- 
tion and concluded that the company could 
not hazard $50,000 on the risk. Another case 
coming under the observation of the same 
manager was a young man of seemingly good 


appearance and perfect physically, who ap- | 
plied for a policy and was turned down on | 


inspection, and the manager was again critical 
of the company’s methods. He finds out, how- 
ever, that the man gave his occupation as man- 
ager of a hotel. The inspectors discovered 


that he ran a cheap lodging house over a | 


saloon in a dangerous locality of the city, in 
the neighborhood of other very disreputable 
saloons, where gun play was_ frequently 
brought into action. The manager states that 
these two cases have taught him a lesson and 
show him that the company knows a great 
deal more than he does when it comes to pass- 
ing on risks. The manager states that if he 
personally were risking $5,000 or $6,000 on a 
man’s life he would go to considerable length 
in finding out all about him. An insurance 
company may spend $100 or so on a single 
case in inspections, and it pays to do so. For 
that amount of money it can seek avenues to 
learn everything about a man and thus have a 
larger amount of information before it than 
the agent. Agents not having all the knowl- 
edge in their hands concerning a man’s affairs 
or pertaining to his moral character are not in 
a position, therefore, to give correct judg- 
ment. The inspection work of life insurance 
companies is a very important feature and its 
worth has been demonstrated many times. It 
is often more important than the inspection 
system of fire insurance companies. 
KF ££ S 

A sensible woman’s club would be an or- 
ganization of girls who pledge themselves not 
to marry a man who will not take out a policy 
of life insurance ‘as a wedding present. 


| 
| 





TOTAL ABSTAINERS’ CLASS. 

As is known the Equitable Life of New 
York has a total abstainers’ class. A person 
taking a policy in the company, who does not 
touch any intoxicants, can go in this class and 


| at the end of twenty years receive fhe profits 
| that may accrue from experience with total ab 


stainers. Equitable agents make a strong talk- 
ing point of this feature with women, minis 
ters, Young Men’s Christian Association work 
ers and persons of that character. Nothing is 
guaranteed to this class, but if there is a fay 
orable experience those in it will participate. 


es et SS 


No matter if you have means, no man can 
tell how his estate will foot up after the law 
yers get through with it. The best way to 
assure certainty is to insure your life. 


A life insurance policy is always eloquent 
when crape is on the door. 


WANTED. 


Persons connected with insurance business, inside 
or acting as special agents and desiring to legiti- 
mately increase their income without interference 
with present duties, will do well to communicate with 
“W", care The Western Underwriter, 164 La Salle 
St., Chicago. 








BUSINESS MAN’S ESTIMATE OF THE WORTH 


THe WesTERN UNbeERWRITER, in its Special Life Insurance Number | ness enterprises in the city. Odgen, Sheldon & Co. is one of the oldest 


this month, presents a tribute to life insurance from one of the most 
prominent and successful business men of Chicago, Eugene H. Fishburn, 
of the firm of Odgen, Sheldon & Co., the well-known rea! estate and 


loan people of the large western metropolis. 


COw'IN B SHELOON 
EUGENE 4. FISHBURN 
WILLIAM OGDEN GREEN 





Gace 
CHARLES O.RICHAROS 
COUNSELLO® aT LAW 


Mr. Fishburn is one of 
the active members of the firm and his name carries weight with busi- 


OGDEN.SHELDON & CO 
OUNDED 1836 
REAL ESTATE .MORTGAGE LOANS. RENTING 
OGDEN BUILDING 
36 CLARK STREET 
CHICAGO 


real estate firms of Chicago, it being founded in 1836. 
first mayor of Chicago. 


OF LIFE INSURANCE. 


Mr. Odgen wa: 
The statement from Mr. Fishburn will be 


read with interest by life underwriters, as it presents the sentiment of 


a busy man who has taken a few moments to give tribute to a cause 
in which he earnestly believes. 


LONG DISTANCE TELEPHONE MAIN 1015 
CABLE ADDRESS “"FISHBURN’’ 
(DIRECTORY 


CODES< WESTERN UNION 
(BE OFORD M< NEILL 


Tuesday, April 14, 1903, 


Dear Sir: 


investment policies. 


From a business man's standpoint, I am 
very willing to bear testimony to my faith in 
life insurance, and I have shown it from time 
to time by taking out protection and vurchasing 


A business man, however 


successful, should protect his family and 
business interests through the medium of life 
insurance companies. 


I advise anyone, young men in particular, 
to take out life or endowment policies at an 
early age, as it certainly tends to encourage 
thrift and the habit of laying by a certain sum 
for the future. 


Business men, as they are becoming more 
and more interested in the plans of life in- 
surance, are giving increasing evidence of 


their confidence in its various plans. 


The Editor of The Western Underwriter, 


Very truly yours, 


Chicago. 
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GOSSIP ON LIFE INSURANCE 


Riley W. Allen, manager of the Travelers 
for western Pennsylvania, has a_ reputation 
for originality. One time he was soliciting a 
young man for life insurance but could not 
interest him at all. Finally he remarked, “Did 
you ever stop to consider how much your 
father would have been ahead if he had gone 
io raising hogs instead of boys?” The young 
man was somewhat jolted and suddenly 
showed interest. Mr. Allen then proceeded to 
figure out what it had cost to maintain and 
educate him up to the time he became self- 
supporting and how much money could have 
been made out of the same investment in hogs, 
allowing a reasonable profit. The account 
showed the hog proposition a winner by some 
$35,000. “Now,” said he, “you would be 
mighty mean to die and leave the old man 
$35,000 in the hole, wouldn't you?” He got 
his application. 








It is a mystery to some life insurance men 
why men work for the Connecticut Mutual, 
when its commissions are known to be so 
small. A partial explanation is found in a 
statement made in a company paper about the 
business done by A. K. Wylie of Toledo last 
year. Of the $161,500 of new business written 
by him, $68,000 was in increased insurance on 
policvholders and insurance on their 
and friends. In the same 
quoted as follows: 


relatives 
paper an agent is 
“T wrote last Saturday a 
young man, aged twenty-two, whose grand- 
father was living and insured with us when 
I came here, and whose father I have insured 
twice and also a brother a second time.” The 
business of that company, more than that of 
many others, bring in new business of itself, 
and agents, after a struggle to get a start, find 
that it is not a bad proposition to represent it. 

As a rule a company gets a bad reputation 
with the public by fighting claims in court. 
Occasionally there is a man who is discrimi- 
nating enough to know that it is to the credit 
of a company to fight a dishonest claim to the 
bitter end. Not long ago a man came into the 
Cleveland office of the Connecticut Mutual 
to pay 2 premium. He remarked: “You 
would not guess in a long time what caused me 
to insure in this company. | 
Kansas and | considerable about the 
Hillmon case. I concluded that a company 
that would fight that claim as long as the 
Connecticut Mutual has was just the company 
1 wanted to be insured in.” 


used to live in 
know 


Provident Life & Trust men have been 
noticing the progress made by Vail & Eldridge, 
the general agents of the company at San 
Francisco. These men went from Philadelphia 
into an entirely new field and have astonished 
their competitors with the success they have 
attained. They are writing a fine line of busi- 
ness, and it is predicted that they will write 
a million dollars this year. 

The Provident Life & Trust, through W. D. 
Yerger at Cincinnati, is making a special play 
for country business. The company gets a 
good line of local business, but it is taking ad- 
vantage of the prosperity of country towns and 
cities to appoint local agents and secure some 
choice risks throughout the rural communi- 
ties. The country business is in the direct 
charge of Associate Manager S. P. Ellis. 


Life insurance men have been watching wiih 
more than ordinary interest the spectacular 
areer of Major Dennis, who has shot through 
the life insurance firmament like a meteor. He 
was formerly manager of the Equitable of 
New York for Australia and was counted a 
very “high roller” in that country, owning a 
$150,000 yacht. He then drifted to America, 
landing in Louisville, where he made several 
plunges, and finally became bankrupt in St. 





Louis. He was secured by S. W. Moody, field 
manager of the Hartford Life, to take the 
company for St. Louis. Men were influenced 
to organize the Dennis Underwriting Com- 
pany, which was to have charge of the Hart- 
ford business, over which Major Dennis was 
to preside. Major Dennis, however, full of 
his old gambling instinct and his desire to 
take chances, organized the Rialto Commis- 
sion Company, one of the famous “get rich 
quick” concerns that the have run 
down in St. Louis. This concern did a large 
business, employing forty stenographers, and 
Major Dennis was on the top wave of pros- 
perity. He took page advertisements in daily 
papers in western cities, attracting people to 
send their money to him to invest on the board 
of trade or stock exchange. He presented tes 
timonials from men who claimed to have sent 
in $25 and got back $700. Major Dennis rode 
about in a $4,000 automobile, fitted up a mag- 
nificent suite of offices, is said to have cleared 
200,000 and skipped the country for parts 
unknown when the bubble burst, after giving 
the elevator boy at his hotel a tip of $50 and 
the hotel clerk $100. 


officers 


It is understood that the transfer of William 
Grummett, late superintendent of the Metro- 
politan at Canton, Ohio, to Columbus, is in 
the nature of a retirement on pay as a reward 
for many years of good service. In his new 
field—or rather, his old field—for he was for- 
merly superintendent at Columbus, he will be 
given an opportunity to do work and still will 
not be driven. The Metropolitan has quite 
a custom of doing things not 
the bond.” Its gratuitous 
dividends on non-participating industrial poli 
cies and granting to policyholders a voice in 
the management of a purely company 
are examples. And while it works its men 
very hard, it shows itself not wanting in ap- 
preciation of good service. 


“nominated in 


stock 


The Connecticut General is a little company 


that is not heard about much in the West, 
except at points where it has more than 
usually active agents. Yet it is one of the 


worst companies to meet in hard competition, 
for it issues a non-participating policy at lower 
rates than those of most other companies and 
at the same time gives large guaranties. 
Columbus life men are quite enthusiastic 
over the promising way in which their under- 
writers association is starting out. Major 
Day believes that a membership of one hundred 
will be had before many months. Others, 
however, do not look for more than fifty or 
sixty good working members. That would be 
an excellent showing for a city of the size of 
Columbus. Some of the general agents have 
already written to all their agents outside of 
Columbus asking them to become members. 
If they could be induced to join, it would un- 
doubtedly be a good thing for them, as well 
as for the association. It is worth consid- 
erable to agents in small towns, where they 


are not in close contact with their general 
agencies, to visit them once a month, meet 
the other men who represent the same com- 


pany, get some enthusiasm and feel as if they 
were really part of the organization. This 
could be done in connection with attending 
the underwriters’ meeting at one trip. 

It takes a company a long time to shake off 
a bad reputation when once it is attached to it 
Every winter now, when any rebating is re- 
ported, one hears some agent say: “The 
Equitable, Mutual and New York are rebat- 
ing.” There is probably not a company in the 
business making a more determined fight on 
rebating among its agents than the New York 
Life, and there are probably as few rebaters 
to the hundred among its agents as in even the 
conservative, moderate commission companies. 
So, too, the Equitable has been taking active 
steps to stop the practice for three years at 


distribution of * 





least. Equitable men say there is no more 
ironclad contract possible than that by which 
a general agent is bound not to pay over 50 
per cent for first year’s commission. Instances 
are occasionally cited by agents of other com 
panies where they have come in contact with 
rebates much higher than 50 per cent offered 
by Equitable agents within a year or two 
Such cases are scarce, however. Still, because 
the New York and Equitable men used to 
rebate, the reputation still clings to the 
panies. 


com 


E. D. Gerlach, of the Equitable’s Coiumbus 
agency, has a record to be proud of. In 
his first year, he 


1901, 
wrote and paid for $123,000 


little 


of business at an average premium of a 
Of this only one policy of $3,000 
lapsed at the first renewal. During 1902 he 
wrote and paid for $176,000, and on this there 
This low lapse 
is attributed to the high premium and to the 
fact that the was all sold at 
hundred cents on the dollar 


over $51. 


has been no lapse thus far 


business one 


\. A. Drew, who recently changed from the 
Prudential to the Mutual 
making a 


senefit at the home 
record in getting up the 
company’s literature and in publishing the new 
company paper called the ‘ Pelican.” Mr 


office, 1s 


Drew is well acquainted with all the phases 
of life insurance and is a very ready writer 
The Mutual Benefit has always counted con 


siderable on its 
of its class It 
Drew, 


literature, as do companies 
will be remembered that Mr 
formerly lived in St. Louis, 
got up the articles against the Fidelity Mutual 
Life of Philadelphia, which were published in 


when he 


the Western Insurance Review and caused 
much comment. 
It is not often that a life insurance man- 


ager is beaten by his women agents. Occasion 
ally a very shrewd woman secures an advance 
of the manager and he feels very humiliated at 
the result. 
women 


\ manager who has a 
agents 


number of 
tells an incident of his being 
taken in the other day by a young lady who 
appeared at his office garbed in such a man 
ner that he first took her for a man, think 
ing that some lawyer's clerk or collector was 
calling upon him. She asked for an advance 
and was told that if she secured an applica 
tion an advance would be forthcoming. 
application was secured and half her 
mission paid to her. The physician was not 
able to find the applicant, but the lady called 
on two or three occasions and explained his 


Lhe 
com 


absence. She put up such a good story that 
she secured a 
has entered 
missing. 


full commission and since then 


the ranks of the mysteriously 


As is known a 
Etna Lite 
its general 
better 
sions. 


couple of 
inaugurated a 


the 
with 
they received 


years ago 


new contract 
managers 
renewals and 


whereby 
first year commis 
It offered to its general managers the 
alternative of continuing under the old con 
tract or allowing the company to commute 
the renewals and start with a clean slate under 
the new contract. The managers have been 
adjusting their affairs in a way that 
best suited with the existing conditions 
Under the new regime contracts with sub 
agents had to be changed. Some of the man 
agers had their agents largely on a brokerage 
basis and are now changing to a renewal basis 
The Aftna has a large number of old-time 
managers who belong to the school of life in 
surance that savors of conservatism and safety 
hey represent the type of man who has great 
influence in his community and with his policy 
holders and he is satisfied with a 


lower 


seems 


reasonable 
increase from year to year in his operations. 

Manager W. B. Carlile, of the Mutual Life 
of New York 1n Chicago, announces that thi 
company will close up the first six months of 
the year in a blaze of glory, and considerably 
ahead of the amount written for the same time 
last yerr. 
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DEFINITION 





OF ARBITRATION CLAUSE 


Extracts from the Syllabus of the Ohio Supreme 
Court in Its Decision in the 
Carnahan Case. 





The decision in the celebrated Carnahan 
case in Ohio is interesting as defining the 
scope and force of some of the clauses in 
the insurance policy. 


The Supreme Court held a condition in a 
policy of insurance against fire, that in case 
of loss, and a disagreement or difference be- 
tween the parties as to the amount of loss, 
the amount shall be ascertained by arbitration 
or appraisal, is a proper and valid condition; 
and where it is also provided that the condi- 
tion as to arbitration or appraisal must be 
complied with before a suit can be brought 
against the insurer, the condition is thereby 
made a condition precedent and to entitle 
the insured to maintain an action to recover 
under the policy, he must show that he has 
either performed the condition, or has a legal 
excuse for non-performance thereof. 

A denial of ultimate liability on the part 
of the insurer is not necessarily a denial of 
the amount of the loss, and is not so incon- 
sistent therewith as to amount to waiver of 
the condition as to arbitration or appraisal of 








SUMMER OUTINGS FOR 1903. 


If you contemplate a trip to any of the 
health and pleasure resorts of the Adiron- 
dacks, the St. Lawrence River, the White 
Mountains, the Green Hills of Vermont, 
the Berkshire Hills, New England Coast, 
or the Atlantic Seashore, and desire to 
see Niagara Falls on your way, send 
for a copy of Vacation Tours, a beauti- 
fully illustrated booklet, to be issued by 
the Michigan Central. “The Niagara 
Falls Route,” which will be ready for 
distribution about May 1. It will con- 
tain information of value to the intending 
tourist, and may assist you in perfecting 
your arrangements for the summer. It 
will be sent to any address upon receipt 
of two cents’ postage by O. W. Ruggles, 
G. & T. A., Chicago. 
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the amount of the loss, unless such denial is 
made under such circumstances, or is ac- 
companied by such conduct as would make 
such arbitration fruitless, or such as would 
justify the insured in believing that an at- 
tempt on his part to perform the conditions 
would not be responded to by the insurers. 

Under the Revised Statutes, Section 5071, 
a defendant may set forth in his answer as 
many grounds of defense, counter-claim or 
set-off as he may have, provided that they 
are so far consistent that they can be veri- 
fied by oath without swearing falsely; and 
within the limits of that section an insurer 
may join in his answer a defense that the 
insured has not performed a condition prece- 
dent as to the arbitration or appraisal of 
the amount of the loss, with other defenses 
which, if successfully maintained, would dis- 
charge the insurer from liability altogether. 

Where, upon receiving proofs of loss from 
the insured, the insurer disputes the amount 
as therein claimed by the insured, and de- 
mands an arbitration or appraisal, as pro- 
vided in the policy, to ascertain the amount 
of the loss, there is a disagreement or dif- 
ference such as will be the foundation of such 
arbitration or appraisal. 

A demand made under such circumstances 
by the insurers, accompanied by a request to 
the insured to meet the instirers at a time and 
place convenient to, and to be designated by, 
the insured, for the purpose of selecting ap- 
praisers, is an offer to perform the condition 
on part of the insurers; and a neglect to 
comply with such demand or to accept such 
proposition, under the claim that there was 
no disagreement as to the amount of loss, 
until the goods remaining after the fire were 
sold by the insured, is a refusal on the part 
of the insured to perform the conditions 
precedent as to arbitration and appraisal; and 
a refusal to charge the jury that “it appears 
from the evidence in this case, which is 
wholly in writing and does not depend upon 
extrinsic facts, and therefore is wholly a 
matter of law, to be decided by the court, 
that the defendant duly requested and the 
plaintiff refused a demand for appraisal and 
award, as provided in the terms of the policy, 
and the jury is therefore instructed to return 
a verdict for the defendant,” is error. 

A charge to the jury that they were “at 
liberty to determine whether the demand for 
arbitration was made by the defendant in 





good faith with an intent on its part to have 
such arbitration” was erroneous, as was also 
under the circumstances of this case the fol- 
lowing additional instructions to the jury: 
“And also whether after such demand was 
made the defendant neglected and refuséd to 
go further and to appoint its arbitrator and 
take such further steps as was necessary to 
make such arbitration effectual.” 


Truly an Age of 
Invention. 






































THE BENNINGTON, 
A Word Writing Typewriter. 


Destined to make back numbers of existing type 
writers. 

Has new and valuable features of merit, any two of 
which would make a superior machine 

No larger than existing typewriters. 

We are now offering to investors a limited amount of 
stock at 75 cents on the dollar. As soon as we have 
sold en ugh to complete equipment, manufacture, ad- 
vertise and sell our machine, no more will be offered at 
any price. 

We want a few good men for active official positions, 
who will invest with us. 

If you are interested in the making of a choice invest- 
ment with good prospects of 40 to 60 per cent profit 
and which carries with it first right or preference to a 
good position, write us for prospectus. 


CAPITAL STOCK, $1,500,000. SHARES, $1.00. 


THE BENNINGTON TYPEWRITER CO, 


304-5 LYCEUM BLDG., KANSAS CITY, U.S.A. 





INTER-STATE LIFE INSURANCE COMPANY 


Fourth and Elm Sts., CINCINNATI, OHIO. 
CAPITAL, PAID-UP, $100,000. 


Incorporated under the Legal Reserve Laws of Ohio, 
$100,000 deposited with the State for the security of Policyholders. 


A staunch “Old Line” Ohio company, with leading business men 
of Cincinnati in the directorate. 
» Issues especially attractive policies on Ordinary Life, Limited 
Payment, Endowment and Annuity Plans. 


A District Agent Wanted for each county in Ohio and Kentucky, to 
whom a liberal contract, with renewal commissions and exclusive ter- 
ritory will be given. 

The Inter-State Life has all the advantages that other good 
companies have and is besides a HOME COMPANY. 

Agents will find it desirable to deal DIRECT WITH THE HOMB 
OFFICE of the company which they represent. 

Information cheerfully furnished. Correspondence confidential. 


A. G. TURNIPSEED, President. 
2S 2O2O8SC63SOOOCCS. 





INDIVIDUAL FIRE UNDERWRITERS OF ST. LOUIS 


Licensed by the Insurance Department of Missouri. 
$ 250,000.00 CASH IN MERCANTILE TRUST CO. 
750,000.00 SUBJECT TO CALL. 
| $1,000,000.00 TOTAL AVAILABLE ASSETS. 
} THE UNDERWRITERS ARE: 





GrorceE L. ALLEN, President Fulton [ron 
Works. 

W. K. Brxsy, President American Car & 
Founary Co. 

R. S. Brookines, Vice-President Sam‘l 
Cupples Woodenware Co, 

JAMES CAMPBELL, Banker. 

MURRAY CARLETON, President Carleton 
Dry Goods Co. 

H. N. Davis, Pres. Smith & Davis Mfg. Co. 

Joun D. Davis, Lawyer. 

R. B. Duta, Managing Director Conti- 
nental Tovacco Co. 

D. R. Francis, President D. R. Francis 
& Bro. Commission Co, 

Jos. M. Hayes, President Jos. M. Hayes 
Woolen Co. 

SAMUEL M. KENNARD, President J. Ken- 
nard & Sons Ce rpet Co. 

I. H. LionperGER, Lawyer. 

P. C. Marrirt, Capitalist. 





| 


Grorce D. Markuam, Senior Partner W. 
H. Markham & Co. 

Eis MICHAEL, Secretary and Treasurer 
Rice-Stix Dry Goods Co. 

I. W. Morton, Advisory Director Sim- 
mons Hardware Co, 

Tuomas H McKirrrick, President Har- 
gadine-McKittrick Dry Goods Co. 

DANIEL C. NUGENT, First Vice-President 
B. Nugent & Bro. Dry Goods Co, 

EseEn Ricuarps, Vice-President Mexican 
Central Railroad. 

JouN ScuLtin, Capitalist. 

E. C. Simmons, Advisory Director Sim- 
mons Hardware Co. 

Corwin H. Spencer, Capitalist. 

D. D. WALKER, Capitalist. 

Festus J. Wave, President Mercantile 
Trust Co, 

Rotts WELLs, Mayor of St. Louis and 
President American Steel Foundry Co. 


Applications to W. H. MARKHAM @ CO., Attorneys and Manegers. 
. Century Building, St. Louis. 


' 








TWENTY-THIRD ANNUAL STATEMENT OF 





THE BANKERS LIFE ASSOCIATION OF DES. MOINES 


FOR THE YEAR 1902 


PUBLISHED JANUARY 1, 1903 





ASSETS. 
Securities Deposited with the Auditor of State............ 0.0.0... 00005 $4,499,284.38 
Cash duusies 155,972.19 
I i oe 949,292.34 


$5,604,548.91 


E. E. CLARK, Vice-President DR. GEO. GLICK, Medical Director. 
DR. F. J. WILL, Medical Examiner. 


P. M. CASADY, Assistant ‘Treasurer. 
J. M. BACHTELL, Auditor and Assistant Secretary. 


Death claims proven and unpaid.. 





LIABILITIES. 
Death Claims not proven.......... AE na 


ST SINS In, 5.0 aa dene dultelas owner ness dnc 
TIOERIOS 20 PUGIOOE COMETIONG 5.0.5 oic hoa cinien nds. 6 scccigccsiccesovec 


None 





bee asia Bi Scie eos ace cee ae 


o eevees 9,430.70 
. 5,517,118.21 





$5,604,548.91 





Increase in Guarantee Fund in 1902 ........... ....ccc0- ceeeee 


Increase in Reserve Fund in 1902 
Insurance in Force Dec. 31, 1902..... 


eeseeeeeee 340,707.00 


RE SIE TES ORR LR EES 335,129.77 


178,534 000.02 


Average Payments of Members for each 1,000 Insurance carried in 1902 9.05 


EDWARD A. TEMPLE, President 


SIMON CASADY, Treasurer. 


H. 8S. NOLLEN, Secretary. 


GEORGE KUHNS, Field Manager. 
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UNITED STATES BRANGA, 
° HARTFORD, Conn. pe 
GEORGE ©. KENDALL, Wesson 







INSURANCE COMPANY, 


‘ OF AACHEN, CERMANY. 


UNITED STATES BRANCH 
-— 46 CEDAR ST. Paps 


NEw yor*” 








The Indianapolis Fire Insurance Company. 
Capital paid upincash, - $200,000.00. 
JOHN H. HOLLIDAY, President. H. C. MARTIN, Secretary. 


7 


Summary of Annual Statement, December 3ist, 1902. 


RONSON 55 vc ccnchaccnvcns ss dv eseey eeeen. oes $437,233.69 
Reserve for unearned premiums............ $127,779.30 
Reserve for unpaid losses...............+.- 14,561.36 
Reserve for all other liabilities.............. 1,050.20 


Total liabilities except Capital Stock 


COQUE TRG: biicncd.05 kre sens taceyesavenees 200,000.00 
Surplus over Capital Stock and all other liabil- 
BR ci cie ena uss Gedeuesy ben sceseres - 93,842.83 
OROE ANB cds obs cdcinp eiensekcs bate saaned $437,233.69 














NATIONAL UNION FIRE INSURANCE CO. 


PITTSBURGH, PA. 


CASH CAPITAL ... . 





$750,000 





OFFICERS 
JAMES H. WILLOCK, President. A. W. MELLON, Vice-President. 
JOHN G. HOLMES, Treasurer. E, E. COLE, Secretary. 


| THE LEADING FIRE INSURANCE COMPANY OF THE GREATEST INDUSTRIAL 


CITY OF AMERICA. 





C. H. BUNKER, President. FRANKLIN H. HEAD, Vice-President 
A, A. SMITH, Secretary. H. G. B. ALEXAN DER, 2nd Vice-Prest. and Gen. Mgr. 


CONTINENTAL CASUALTY COMPANY, 


WRITES ALL FORMS OF 


Personal Accident 


and Health Insurance. 
More Than Four Million Dollars Paid to 
Policyholders, 
GOOD CONTRACTS IN GOOD TERRITORY TO GOOD MEN. 


Producers, Address—H. G. B. ALEXANDER, 2nd Vice-Prest. and Gen. Mgr. 
134 Monroe Street, Chicago. 





NATIONAL LIFE INSURANCE COMPANY 


OF THE UNITED STATES OF AMERICA 


LOUIS G. PHELPS, President 
CHARTERED BY THE UNITED STATES GOVERNMENT IN 1868 


Full paid capital ONE MILLION DOLLARS. 
An honorable record of 35 years. Over $7,000,000 paid policyholders 
All the approved form: 
policies, some of which may well be termed leaders. 
Men with clean records desiring a connection with a company that 
will help them help themselves are invited to address, 


Insurance in force $40,000,000, of regular life 





Ce a ae) aa ag ee) ae) 


Federal Fire Underwriters 


OF ILLINOIS. 
ISSUE NEW YORK STANDARD FORM OF POLICY. 


3 LIBERAL AMOUNTS PLACED ON SPRINKLED RISKS. 


CY 


Surplus Lines Solicited and Placed 
at Tariff Rates. 


L. H. COSLINE, Atty. and Mer., 
#184 La Salle St., Chicago. 


BEV BLEEP IF EEE DID 








P. M. STARNES, Vice-Pres. and Gen. Mgr. 
CASUALTY 
AND 


SURETY CO. St. Louis 


Health — Plate Glass 


Insurance. 


| Union 


Accident — 





Losses*Paid in 10 Years, - $3,147,000 





VACANCIES IN- EVERY STATE FOR 
GOOD, RELIABLE MEN, 














SURPLUS LINES 


NEW YORK AND NEW ENGLAND UNDERWRITERS 


30 Subscribers at $2,500 each - = + $75,000 
Premium fund over + + = = = = 25,000 
Total security to policyholders over $100,000 


YEW YORK & NEW ENGLAND UNDERWRITERS ‘TRUST 
FUND POLICY” 70 Per Cent *of all premiums received deposited in 
EASTERN TRUST COMPANY of New York City for the protection of 
pc.icyholders. 


BREMER, FISKE & RING, Attorneys, 


80 & 82 Williams Street, New York City, N. Y. 











ILLINOIS FIRE UNDERWRITERS 


AND 


COOK COUNTY FIRE LLOYDS 


OF CHICACO 
Solicit strictly surplus lines from Agents and Brokers at tariff rates only. 
Liability of Underwriters is limite d only to $1,500.00 on any one risk. 
654% of all premiums deposited to the credit of ‘the trust fund in the 
Central Trust Co. of Illinois, and ean _be_ withdrawn only for the pay ment 
of losses. 
Address all communications to 


WILLIAM S. BAKER & CoO., 
The Attorneys, 
Sulte 603, 153-155 La Salle Street, - 











CHICAGO, ILL. 











THE WESTERN UNDERWRITER. 














DIRECTORS: 
ALEXANDER D HANNAH. 
DAVID HOGG. 

JULIUS KESSLER. 
W. L. DOGGETT. 
JOHN G. CAMPBELL. 
EDW. F. KEEFER, 
JOHN C. EVERETT. 


lncorporated Under the taws of the State of Illinois. Licensed April 14, 1903. 


OFFICERS: 


ALEXANDER D. HANNAH, Prest. 
DAVID HOGG, Vice Prest.& Treas. 
A. W. HANNAH, Asst. Treasurer. 
JOHN C. EVERETT, Secretary. 





Cash Capital, - - - - $400,000.00 
Cash Surplus, ee See ee 50,000.00 
Cash Assets, - - - - $150,000.00 


We will write moderate lines on desirable business under the following conditions: 
There must be at least $100,000 additional insurance in responsible Stock Companies on exact risk. 


Give names of six companies on exact risk. 
Risk must be under the protection of a good fire department and adequate water supply. 


Diagram to be furnished, if possible. 
Rates must be tariff. 
Commission, 10 per cent. 


NEWBURGER & CO., Managers, 
159 La Salle Street, = = = = > = = = = CHICAGO. 














THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


CAPITAL . 2 ; : ; $200,000 

ASSETS . ‘. : 460,536 

SURPLUS TO POLICYHOLDERS ~ A 236,382 
JUDGE M. DONNELLY, President. F. D. PRENTICE, Vice-President. 


WILLIAM WOOD, Secretary and General Manager. 








The NORTHERN GENTRAL 


LIFE INSURANCE CO. THEMINNESOTA MUTUAL LIFE | 


INSURANCE COMPANY, 


535, 536, 537, 538 and 539 The Spitzer Bldgn 
TOLEDO, OHIO. 


Has the cleanest and best contracts sold. 
Policies in Amounts from $100 00 to $25, 000.0c 
Payments Monthly, Quarterly, Semi-Annually or Annually. 


GRAND OPPORTUNITY TO AGENTS for Territory in 


Offers to competent and active young gentlemen, 
whose antecedents will bear investigation, very 
liberal renewal commission contracts for exclusive 
management of most productive territory. Its policies, 
rates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 


Penn-ylvania, West Virginia and Michigan. T. R. PALMER, President. DOUGLAS PUTNAM, Secretary. 


W. S. MATTHEWS, J. P. SLEMMONS, J. A. O'Shaughnessy, C. E. Secor, 
President. Secretary. Western Field Manager. 





Of ST. PAUL, MINN., 


Eastern Field Manager. 








>, on 2 oe oe ee 


